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Number 1 


An Early Spring Season Assured 


season onrecord. The energy of the merchants 

of Miami and like Southern resorts is to be com- 
mended. They are up in the markets now buying the 
finest Summer footwear and apparel for early de- 
livery. It is the ambition of the merchants of that 
city and that section to advance the Southern Winter 
resort season, so that people will come South the first 
of December instead of the first of January; and they 
also are hoping Uaat the season can be extended a 
month in Springtm.e. 

The merchants from Los Angeles have been in the 
market the past week and they are in full accord 
with this Southern scheme of making Winter resorts 
more attractive so as to make their selling seasons 
longer. Los Angeles claims the credit of having 
started the demand for white footwear with colored 
leather trimmings. Both Palm Beach and Coronado 
Beach will bear watching this coming Winter for the 
new things in fashionable attire that may spring up. 

It is well to remember how kid leather was put over 
in fashionable footwear some years ago. Many models 
were shown at the French bathing resorts and the 
French races; and the news and photographs were 
sent to America for free use by newspapers. The 
campaign was furthered by featuring these smart 
colors at the Southern beaches. Before long the photo- 
’ graphs came North showing notables having rating 
in the social register, and forthwith the entire Ameri- 
can public wanted new footwear in kid leather. 

The campaign was thoughtfully and cleverly ar- 
ranged and the truth of the matter is that it came 
just at the time when the American public was re- 
ceptive. This is a point which should be remembered 
in the presentation of any new type of footwear, ma- 
terial or color. 


pis indication points to the earliest Spring 


The present buying of footwear by these Southern 
merchants at this time is under no organized plan of 
style development. It comes through a natural 
desire of the merchant to be equipped with smart 
footwear. Before long, the highest grade of stores in 
Northern centers will be lining up their advance 
footwear and sending out cards to catch the wealthy 
trade and to give these people, if possible, stylish foot- 
wear to take South with them. So there you have it 
—an intense interest in the next season by the earli- 
est of early birds. 

Are there indications of an advancement of the 
Spring season nationally? We think there are. Easter 
with its early dating (coming in March this year) 
offers the opportunity of an extended Spring season. 
April and May should be the best selling months of 
the last 18. Figure it out for yourself. The Spring of 
1920 was a “‘weatherish’’ mess and Fall, if the first 
weeks of September are any index, was indecision 
itself. The trade owes it to industry to start the 
Spring season March 15. Easter then will mark a 
definite era of shoe selling at regular prices in styles 
that are wanted and prices that are fair. Every mer- 
chant should take a good look at his calendar for 1921 
and prepare himself accordingly. 


The Banker Is Exempt 


OST merchants look at bankers as being super- 

men of finance, men who are gracious in re- 
ceiving our cash, but tremendously dictatorial when 
the visit is made for a loan. The banker is certainly 
fortunate in his position. He carries an excellent in- 
surance policy in the Federal Reserve Bank and this 
governmental contact exempts him from examina- 
tion for possible profiteering. The liquidation period 
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is directly attributable to him, perhaps it was the 
thing that had to be done, but there is many a sore 
point on the method used in doing it. The quick 
calling of loans precipitated that damaging clearance 
period which destroyed millions of dollars’ worth of 
confidence. 

The banker was sure of his safety and he cared little 
for merchant and manufacturer security outside of 
the redemption of his notes. There is a big score to be 
charged to the banker for his acting as “‘a glorified 
pawn broker.” 

The Treasury Department figures show us that the 
National banks of the United States paid an average 
dividend of 12 per cent on their capital for the fiscal 
year 1919. New York banks paid 14 per cent and 
earned 19 per cent on their capital and surplus. 
The comptroller of currency says that New York 
bankers have been lending money at exorbitant rates, 
“as high as 25 and 30 per cent having been exacted on 
substantial amounts.’”’ Two or three banks alone 
were found to be lending about $50,000,000 at 20 
per cent or more. 

Not alone does the banker squeeze the manu- 
facturer and merchant in the necessary funds for the 
progress of business, but the farmer has to pay 8 to 
10 per cent for the money necessary to run his busi- 
ness and has to give gilt edged security to get money 
at that. Collateral the pawn broker would call it. 
In New York we learn that the withdrawals in mort- 
gage investments in real property in the Borough of 
Manhattan during the first six months of 1920 
amounted to approximately $83,000,000 net. This 
money was taken out of the necessary field of building 
and financing new dwelling houses to relieve the 
housing distress and is true not only of New York 
but of practically every city in the country. This 
money is taken out of long term mortgages because of 
the excellent short term rates. 

It is time that this great economic power of the 
banking industry be given a searching investigation. 
Huge industries find no difficulty in getting banking 
accommodations for whatever expansion they desire. 
The little honest and efficient concern is now finding 
it most difficult to get that necessary material—money 
—for the proper development and progress to which 
it should be entitled. 

The banks exert a most extensive and arbitrary 
power and it is well to have it investigated. America 
is the great land of individuality, and we can always 
point with great pride to the competitive individuality 
of the shoe industry. It is something that must be 
retained for economic and satisfactory service to the 
public. This service can be better preserved by the 
utility of banking money at fair rates over a fair 
period in the development of businesses that merited it. 
There are businesses that demand money by their 
very size. Let’s have some that achieve money by 
their practical possibilities. 





Sept. 25, 1920 


More Specialized Piffle 


HE Federal Commissioner of Conciliation, Hymel 
Davies, tells the United States Senate Com- 
mittee on Reconstruction and Production that 
company stores in industrial plants should be made 
co-operative institutions in which workers may 
share in the profits. 

We wonder if Hymel has visited a company store 
in an industrial plant and whether he has seen the 
accounting of cost and expenses and particularly that 
marvelous figure under the extension “profit and 
loss.” We are willing to bet him a pair of alpargatas 
and a trip to sunny Spain to get them fitted, that 
the average store run for the benefit of workers in 
industrial plants shows a terrific loss if the books are 
kept correctly. 

Little do we hear of the efficiency of the stores 
put in the police stations of New York City. We 
could cite many instances in which the company 
store has stocked a line of shoes and has cleaned 
up at a loss. 

It has been great stuff in the making of contented 
labor—this running of company stores where articles 
could be obtained at cost. Without overhead, rent, 
heat, light or clerical expense charged, the shoes are 
sold to the worker in the hope that he can pick his 
own size and that such paternal solicitude in the 
welfare of his ten toes will react to the benefit of the 
business. 

Sweet Daddy, now divvy! Federal Commissioner 
Davies tell us “the antipathy ‘workers against 
company stores is based on the belie that they are 
giving back to the bosses a part of their earnings by 
way of added profits.” We wish that every big 
industrial plant running a company store could be 
furnished with the above extract so that the Board 
of Directors could read it in connection with the 
report of the cost of operation of the welfare shoe 
store run by the company which they direct. We 
wonder how the Endicott-Johnson Company would 
feel if the workers asked for a share in the profits 
of the huge restaurant operated by that concern 
at a loss (we have been told) of $100,000. There 
is a whole lot of muddled talk about sharing the 
profits, but absolutely none about sharing the losses, 
or even the sharing of obligations. Will we not see 
fewer instead of more company stores in the future? 





Good Business Predicted 


OOD business for the remainder of the year is 
the forecast made by Archer Wall Douglas, 
chairman of the Committee on Statistics and Stand- 
ards of the Chamber of Commerce of the United 
States, in his monthly i on crop and business 
conditions. 
While conservatism and caution seem to be the 
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keynote of business everywhere, says Mr. Douglas, 
there is no evidence of apprehension, except in a few 
unimportant quarters. Mr. Douglas declares that 
events of the past weeks have borne out his previous 
predictions that the peak of high prices and business 
activity is past and that he now looks to a long 
drawn out and somewhat painless readjustment of 
business. Purchasing is liberal enough, but on a 
sane and sober basis of needs and not speculation, 
the report says. 





Regulation of “Gipping”’ 
N the news we learn that the Board of Commerce 
at Ottawa has ordered that the practice of paying 
a bonus or percentage to salesmen engaged in selling 
boots and shoes be prohibited. The explanation is 
made that the practice actually exists of “paying a 
bonus for a sales price that exceeds an advertised, 
marked, shown, regular, normal, proper or stipulated 
sum or price.” 
Some time ago, the Department of Justice caught 
a sample shoe store in Rhode Island practicing this 
fraudulent form of “gipping.” The penalty was 
severe and the store was held up to public censure. 
The warning was heeded the country over and 
those sample shoe stores that for years have per- 
mitted this pragtice went out of business. Store sales- 
men who had been making from $50 to $100 per week 
by this inflation of the marked price found that they 
had honesty thrust upon them. The practice was to 
split the increase 50-50, the store’ getting its share 
and the clerk his. If the customer looked good for 
$16 and the price was $12, the illegal profit of $4 was 
divided. 
The trouble with merchandising in this country is 
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the fact that so many things are soon forgotten. Many 
states have excellent fraudulent advertising laws and 
yet within the last six months there have been count- 
less examples of untruthful advertising which have 
passed by unnoticed: The Advertising Vigilance 
Association has usually a full docket of unfair busi- 
ness practices. In the conventions held by the shoe 
trade in recent months, there has been scarcely a 
mention of dishonest advertising, perhaps because 
merchants felt that the issue was hackneyed and that 
some more pleasing topic was worthy of discussion. 
Granted that there is far more selfishness in business 
today because of this unsettled readjustment period, 
is it not well to keep a vigilant eye on the practices 
of such sample shoe stores as are organized for the 
spoliation of the public? We can quite well see the 
reason for the Ottawa ruling, where there is a bi-lingual 
public, and we believe there should be some such 
protection for a public as varied as our own. In fact, 
we have the machinery all ready on hand and any 
officer of the Department of Justice is equipped to 
administer the necessary chastisement. 


Stop Sales of Second Hand Shoes 


ee the sake of public health, sales of second hand 
shoes should be stopped, until approved by sani- 
tary inspectors. Just look at all the second hand shoes 
that are offered for sale in big cities. Who wore them 
last? Worn shoes, even at their best, are unclean. 
Yet trade in them goes on without restriction. 

Consider the chances of spreading disease germs by 
the selling of old shoes from one person to another. 
Then ask the health authorities to stop this menace 
to the public health. To do so is a duty that shoe 
merchants owe to their customers. 








A Survey of Retail Shoe Advertising.... 56 


Showing the Ways and Means Adopted to 
Open the Fall Selling Season. 


The Big Problem Which Is Facing the Shoe 
\ 

Industry 58 
From a survey made in 21 States by “‘Re- 
corder’’ representative. 

All Signs Point to Good Retail Business.. 64 
From address made before Denver conven- 
tion by W. E. Baird of St. Louis. 

“Recorder” Foot Fitting Article 
No. 18 in the series—The Toe Nails. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


Responsibilities of Partnership 
The Value of Co-operative Effort in All 


Businesses. 
Note Carefully 
Mr. 





Articles Advt. 


























circuit is completed, with comments or sug- 
gestions, if any. 
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THE CURTAIN GOES UP 
ON A NEW SHOE SEASON 


q Brown's Bootery is now ready to 
supply first new styles in fall footwear. 
An entirely new crop of Fall Oxfords, 
Pumps and High Shoes is ready—uew 
ones ‘coming in daily. 


q Folks who make it a point to get the 

fashion each season, will do well to 

% come in and see the new models before 
. the general selling sets in. 
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Three Twenty Two Main Street 


Some Fall Announcements—Starting the Season Right 


A Survey of Retail Shoe Advertising 


What Merchants Are Doing the Country Over in the Opening Weeks 
of September in “Getting More Shoes Sold Right’’ 


LIPPING services have been sending us the 
. total clip of retail shoe advertising in the daily 
newspapers of the United States and the mass 

of clippings are before us. 
Wading through 1,000 retail shoe advertisements, 
the first thing we note is the wide range of prices. It 
is noticeable, moreover, that many advertisements 


bear no price whatsoever. These came mostly from 
stores of the higher class and the text was based on 
“‘an invitation to buy, plus an utterance of the policy 
of service in the store.” 

In the entire lot mentioning prices there were 
barely a dozen featuring footwear for sale over $15 
in value. Only two advertisements were as high as 
$20. The national average was $10 on boots for wom- 
en. Men’s boots averaged $10 to $12 with more at 
$12 than at any other price. 


Healthy Tone in Publicity 


A healthy tone is noticeable in the footwear an- 
nouncements of the majority of the concerns. They 
emphasized “‘unquestioned confidence in quality and 
value.” A few went to the extent of saying, “A 
Marvelous. Value,’’ or “It is a surprise to us to be 
able to offer a kid boot of extra height at such a price.” 


There were such phrases as ‘Fall Exposition and - 


Style Show”; ‘‘Fetching Autumn Footwear”; “In- 


} 
troductory Event”; “Footwear of, Distinction”; 
““New Fall Styles’’; “Predominant Footwear for Mel- 
low Autumn’’; “September Sale of Shoes”; ‘‘More 
Shoe Mileage” and a “Footwear Fete.” 


A Question on School Advertising 


Early September advertising of footwear for chil- 
dren was most noticeable. Practically every family 
shoe store having an advertisement in this pile of 
clippings, under date lines of September 1 to 15, 
played up “the youngster needs school shoes.” 

Considering the fact that schools in the far West 
opened up in the last week in August and those in the 
East in the first ten days of September, this sort of 
advertising indicated that most merchants con- 
sidered the purchase of school shoes as not coming in 
volume preceding school opening, but rather prevailed 
during the first two or three weeks of the school term. 

The advance purchase of footwear for school time 
was generally the rule several years ago. Now the 
case seems to be of the purchase of footwear after 
school opening. Has that been the rule in your 
community? 


A Generous Portray of Women’s Boots 


A generous showing of women’s boots is indicated 
the country over, but the patterns illustrated have 
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been invariably on standard types of footwear. There 
have been some brogue boots shown in college towns 
for women and quite a few suedes, satins and tans. 
Boots of nine to ten inches in height in a wide range 
of materials and colors are interestingly shown, but 
as yet there is no advertising of extra high eleven 
inch boots. 
Much Emphasis on Price 

Much emphasis is placed on the item of price. a 
great many stores saying “‘a new standard price of $10 
has been established by this store to meet the demand 
for high grade beautiful shoes at a reasonable price.”’ 
Other stores say, “we sacrifice profit—bought in quan- 
tity—taking every advantage of discount, to make it 
possible to reach this price.” Such selling phrases as 
“getting the most for your money”’ are used; “Lower 
Prices Than Last Year for the Same Quality”; 
“Higher Prices Than Last Year for Similar Price’; 
“Common Cents Will Make You, Attend This Cash 
Sale’; ‘‘“Maximum InSturdiness, Minimum In Price’; 
“Money Saving Prices”’; “‘Assurance of Quality at the 
Right Price.” 


Some Clearance Ads Remain 


A good 10 per cent of the advertisements are evi- 
dently on lines that would be cleaned out, for the 
prices range from $5 to $8.95 and the text is in keep- 
ing with late season ads on low footwear. 


The Unhealthy One Per Cent 


The unhealthy thing noticeable was the one per 
cent of advertisements that read “Shoe Prices Re- 
duced on New Fall Styles’; “Start of the Season 
Sale’; ‘‘Featuring 2,000 Pairs of Fall Boots’; ‘Ad- 
vance Sale’; “If You Buy Your Furs in August at a 
Better Price, Why Not Your Winter Boots”; ““The 
Dull Season Gives You This Advance Opportunity 
on Fall Boots.” 

Here is the text of an advertisement all in type that 
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outlines the service of a store and is ideal as an opening 
announcement: 






FOOTWEAR MODES FOR THE AUTUMN 
SEASON 


Are Presented in the Entiré Range of Correct 
Methods 

Showing ideal designs irreproachable in taste and 
distinction-models by famous makers of quality foot- 
wear. 

For Formal Wear—becoming high arch models, 
daintily fashioned in black kid, patent leather vamps, 
and novelty fawn and gun metal toppings. 

For General Wear—severe, trimly modeled low heel, 
footwear of tailored characteristics, pumps, oxfords 
and high boots, in new bright browns and black, 
featuring the smart “‘brogue’’ oxfords. 

For Evening Wear—charmingly designed slippers 
which give to the foot lines of dainty slenderness. 
Gold cloth, silver cloth and satin are the fabrics 
chosen for these graceful models, of which the novel 
cross-strap effects are quite the newest. 

The complete Autumn stocks are ready, and most 
moderately priced at $7.95 to $15.95. 

The service of careful fitting, a strict adherence 
always to the highest ideals of quality, a guarantee 
of satisfaction, and fully complete and assorted dis- 
plays have attained an indisputable leadership for the 
Forbes & Wallace Shoe Store, Springfield, Mass. 































Device for Detaching Lifts 


A new device for removing lifts from heels com- 
bines a steel fork and a chisel. The operator puts the 
heel between the fork point and the chisel, pulls a 
lever, and cuts off the lift. One, two or three lifts, or 
the whole heel, may be removed. It is particularly 
useful in shops making a specialty of attaching rubber 
heels while the customer waits. 
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Possibilities in Design 


The shoe and leather industry has 
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not touched more than the outer 
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fringe of the resources of ornamen- 
tation. Diamonds in boot heels is a 


crude attempt at notoriety but 
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beading, stitching, inlays, cut-outs 
and clever toppings permit of style 
expression to the profit of the mer- 
chant and the pleasure of the public. 
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ERY dark tan boot with wing tip and 
foxing with round edge pinking. Note 
lace line of perforations and stitching to 
within three-quarters inch of top. 
Selected from line of Nunn & Bush 
Shoe Co., Milwaukee. 
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EAVY grained blunt toe boot, with 
and rubber heel. 
Selected from line of McElroy-Sloan 
Shoe Company, St. Louis. 


rubber _ slipsole 
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UT brown calf bal showing a refinement 
of line in a very simple patterned boot. 
Selected from line of W. H. McElwain 
Company, Boston, Mass. 
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By E. C. LOGAN, Western Editor 
“Boot and Shoe Recorder’’ 


producing and merchandising wearing apparel 
are facing a problem, the solution of which 
must be speedily found and found through the con- 
certed efforts of each branch of the industry from the 
producer of the raw material down to the salesperson 
who comes in contact with the ultimate consumer. 
The ‘‘Recorder’’ recently sent a questionnaire to a 
selected list of retail shoe merchants in 21 states to 
ascertain business conditions and conditions of mer- 
chandise stocks. 
Ask Quality at a Low Price 
In response to the question “Are your customers 
generally demanding high grade and high priced mer- 


jie shoe industry and in fact every industry 


chandise or do you see a tendency toward a desire for 
merchandise of lower quality,’’ 82 out of a hundred 
and one reports contain practically the same answer— 
“The demand is for a good quality of merchandise 
but at lower prices.”” Some of the answers indicate 
that customers are satisfied with lower quality. 


Quality Demanded—Lower Prices Too 

A few state that they are having little trouble on 
the price question, but personal contact with a hun- 
dred or more merchants personally interviewed with- 
in the last 30 days emphasizes the fact that not only 
in shoes but in other articles of wearing apparel the 
demand is still for high quality merchandise, but there 
is a very strong feeling among the consuming 
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public that price levels should be considerably 
lower. : 

Many merchants have endeavored through their 
salespeople to ascertain why the public believes that 
prices should be lower when there has been no decline 
in labor prices which is the base of commodity cost. 
One merchant has checked up the answers and found 
in the majority of cases the reason most generally 
given was that the newspapers said that prices were 
too high and that they must come down. 


Slight Recession Due to Leather 


Shoe travelers out on the road are showing shoes for 
future delivery at lower prices than were quoted six 
months ago. Merchants generally are aware of the 
fact that about all the saving that a manufacturer 
can make is that gain through lower prices for upper 
leather and a slight recession in the price of sole 
leather. 

The shoes reaching the merchant for this Fall 
season and which were purchased some months ago 
represent the highest priced shoes he has ever owned. 
He is in a difficult position, therefore, to meet the 
demand for lower prices. 


Bad Effect of Cut Price Sales 


Through the numerous cut price sales which were 

held during the late Spring and Summer, the public 
apparently gained the impression that there had been 
a big tumble in all wearing apparel prices, including 
shoes. , 
Merchants a that the prices that prevailed 
during these cut price sales do not represent either the 
cost or replacement value of the merchandise sold. 
The public, however, are not aware of these facts. 

The shoe industry owes it to itself and the public 
at large to institute a campaign of co-operative edu- 
cational advertising throughout the newspapers and 
magazines of general circulation to acquaint the pub- 
lic with the true conditions. 


Retail Business Has Been Good 


Throughout the middle West in the great agricul- 
tural section of the country business at retail has 
been good throughout the year and gives every evi- 
dence of continuing so throughout the Fall and Win- 
ter season. Crops are exceedingly good and con- 
sumers are buying merchandise. However, along with 
the business is the spirit among consumers to buy as 
economically as is possible. Most stores, both in 
cities and in towns, are showing a larger volume of 
sales in dollars and cents than prevailed during last 
year. The merchants, however, hesitate to place 
orders for delivery very far in advance because of the 
uncertainty of prices and styles. 

While stocks on an average are smaller in pairs 
than a year ago at this time, the average merchant is 
endeavoring to get back to a rapid turnover basis. He 
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is endeavoring to get out from under the stock of high 
priced merchandise on his shelf with as little mark 
down as is possible on desirable merchandise. At the 
same time, he is not hesitating to cut the price on 
short lot and slow moving shoes. 

Shoe merchants who are playing the style game are 
generally buying some of the new shape in 9 and 10 
inch boots. This innovation of extra high top and 
delicate colors is of course an experiment which is 
being tried out to stimulate volumes of pairs. There 
is undoubtedly a chance to increase volume by the 
introduction of these new bright colored and at- 
tractive creations. For several seasons shoes have 
been beautiful through the simplicity of. design and 
attractiveness of the line on which they were con- 
structed. Now there seems to be a tendency to get 
away from this simplicity and inject inlays, cut-outs, 
clockings, fancy punchings and other more or less 
novel features to add to the attractiveness of the 


product. 
From Price to Beauty 


Another object which merchants and manufactur- 
ers hope to attain by the injection of this more fancy 
type of footwear is to change the trend of thought 
of the public from “‘price”’ to “beauty.” 

A live, alert salesperson can accomplish a great 
deal in this direction by proper handling of a customer. 
True salesmanship after all consists not so much in 
selling an article of merchandise as in his ability to 
create a mental picture the central figure of which is 
the customer, and in the background are a group of 
admiring friends congratulating her upon her good 
taste and judgment of selection. For after all, the 
average customer does not buy shoes because they 
are absolutely necessary as a protection for the feet, 
but because that customer wishes to be admired by 
some particular person or group of persons with whom 
he or she will come in contact. 

If the public generally can be made to see itself in 
this picture, there will be no trouble about the volume 
of business. Is it not time to forget price and through 
advertising direct and indirect to wean the mind of 
the public away from cheap price and implant a 
desire for something new, attractive and beautiful. 





Shoe Contracts Awarded 


Two Hundred Fifty Thousand Pairs Army Shoes 
Ordered 


Washington, D. C., September 20—The Quarter- 
master Department announces the following awards 
for 250,000 pairs of army shoes, bids for which were 
opened recently, and which resulted as follows: 
Rice & Hutchins, 100,000 pairs at $5.29 per pair; 
Nunn, Bush & Weldon, 25,000 pairs at $5.29 and 
25,000 at $5.32; B. A. Corbin Sons, 25,000 pairs at 
$5.26, 25,000 pairs at $5.32 and 25,000 pairs at $5.34. 
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Interior View of New Crossett Shoe Store in New Orleans 


New Ideas in Interior Trim Embodied in New 
Orleans Store 


HE Crossett Shoe Store at 706 Canal Street, 

New Orleans, has opened its doors this season 

in a guise so modern and attractive as already 
to have won the approbation of the public. A wom- 
en’s department has been added, which occupies the 
entire Canal Street front. The men’s section has been 
given a good amount of space on the St. Charles Street 
side, making the store of an L-shape. 


Findings Up Front 

The entire scheme of the new store is lavish. Every 
detail of modern decoration and store equipment is to 
be seen within its walls. The cabinets are particularly 
worthy of note. At the entrance, high up on the walls, 
are two fine mahogany display cases, backed with a 
light, beautifully-grained wood. These, as well as all 
the other cabinets, are always electrically lighted. A 
showing of hosiery is occupying the two cases at 
present. 

Cabinets Draped in Orange 

Farther along the store are attractive wall cabinets, 
brilliantly illuminated, and draped generously with 
rich orange satin brocade. On this is posed the new 
pumps for women, in suede and satin. In a selling- 


power, gold and orange have no rivals, and the Cros- 
sett store has chosen well for the initial display. The 
supporting columns of the store have been covered 
with black velvet, and around them have been built 
several very handsome glass cases, in which slippers 
and buckles are shown. Down the center of the store 
is a long case, directly under the ceiling lights, thus 
eliminating a big expense. In this case are shown the 
novelties in silver and gold cloth, light colored suedes 
and brocaded satin mules and other bedroom slippers, 
which, in their own right, form a great part of the store 
decoration. 
Black and Gold in Windows 


This center case is of particular interest, for the en- 
tire lower part of it is made to hold a good sized stock 


of shoes. 
Display Tables Used 


Several highly-polished tables occupy space in the 
store. These are covered with handsome black and 
gold brocade scarfs, in the modern manner, which, to- 
gether with the black and gold scarfs in the windows, 
were the work of Mrs. E. Wild, the wife of the mana- 
ger of the store. 
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Let’s Have YOUR Solution of This Problem 














THATS THE BEST SHOE 
You'VE TRIED ON cet acuta 
-LOOKS NICE AND / 
GUARANTEED — WEARS Lik 
A WOMANS TONGUE. 
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LIKE ‘EM 





TAKE THOSE OFF AND TRY? 


ON THESE — SOMETHING NEW- 
NEVER HAD NOTHING 



























ON EVERY PAIR /N 
THE STORE- SEE 


ANYTHING, TO 
Mau ? 
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SENDING OUT TO SHEARS- 
KOE BUCK FOR A PAIR AN 
JUST WANTED TO GET THE 


RIGHT SIZE — ‘ 
oa EO. 











The tables are not only ornaments. As the head 
salesman says, they are of great help in showing shoes 
to customers, and in thus keeping the floors from being 
spread with surplus stock. 

Every convenience has been installed for the pat- 
rons of the store. An attractive desk is well-stocked 
with excellent writing paper in blue and cream, and 
at the rear of the store, a luxurious rest room has been 
fitted up, having paneled walls and handsome modern 
furniture. 

From the opening displays, it is to be noted that 
the store carries many novelties, not only in slippers, 
but also in hosiery. Shoes are priced from $13 to $35, 
and hosiery runs-up to $20 a pair. These high prices 
do not stagger, but on the contrary they seem to meet 
with the approval of a new class of shoppers among the 
laboring element, who invest in more than one pair at 
a time. 


The men’s shoes shown during the first week or 
two were mostly of the various shades of brown in 
plain and brogue style. 

A noticeable feature of the arrangement of the chairs, 
which, by the way, do not appear at all stiff or store- 
like, is the comfort and cosiness obtained by placing 
them around the space forming a rectangle, rather 
than back to back, as is the custom in most shoe stores. 

For the opening of the store, the windows were 
cleverly arranged with paneled backgrounds, in which 
motifs of rich gold were cut from antique wall paper 
from a Royal Street shop, and pasted upon light- 
colored grounds. All the oval display fixtures were 
done in black and gold, having a very striking effect. 
With these were used the black and gold satin scarfs, 
before mentioned. A showing principally of the new 
Zanzibar filled the windows, both in the men’s and 
women’s shops. 
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S time advances, plans for the big N. S. R. A. 
A Convention in Milwaukee in January grow 

and widen. This is a day of associations, 
organizations and conventions. Practically every 
trade, craft and branch of business has its own 
organization and its own convention. Never, how- 
ever, in the history of craft organization has any 
association attempted an annual convention that 
will hold a candle to the big four-day meeting of 
retail shoe merchants to be held at Milwaukee, 
January 10, 11, 12 and 13. 

It is practically impossible for the ordinary in- 
dividual to get a conception of the magnitude of this 
affair. 

To Cost Nearly $250,000 

Think, if you wish, of a four-day meeting that will 
cost the better part of a quarter of a million dollars; 
housed in an auditorium covering an entire city block 
and equipped as is no other building in the country 
for the purpose—every foot of this vast space devoted 
to display, educational and entertainment features 
for the occasion. 

Imagine four hundred and fifty display spaces de- 
voted by manufacturers and wholesalers to showing 
not only shoes, but hosiery and every other article 
used im a modern shoe store and repair shop, even 
including delivery trucks. 

Seven bands and orchestras will help enliven the 
occasion. Three hundred and forty-two entertainers, 
including vocalists, readers, dancers, vaudeville artists, 
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Novel Features Plann 


boxers, wrestlers and various specialty actors 
assist in driving dull care away. 

Barney Coens, who has charge of the education 
and entertainment features of the convention, sa 
“Even if you have traveled the whole world ov 
you will see things on the program at Milwauk 
that you have never seen before; and rest assur 
you will see nothing unclean.” 







Something Doing Every Minute 


From the minute the parade, led by a band of on 
hundred pieces, starts from uptown on Monday mor 
ing, to the biggest auditorium in the country, uni 
the “Home, Sweet Home” waltz played by the o 
chestra at “Fairy Wonderland,” some time Thursd: 
night, there will be something doing every minu 
from nine in the morning until twelve at night. 

The regular convention session will be held in th 
afternoon of each day from two until five-thirt 
Nothing will be allowed to interfere with these cc 
vention sessions. 















Educational Features Planned 


The real educational part of the convention Vv 
not be confined, however, to the convention sessior 
Every minute of the time of each day and evening hi 
been accounted for in the convention arrangemet 
The whole intent of the meeting is to bring abot 
better merchandising through merchant bettermet 
The many features of store management which are 
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r Four-Day Session 


ors wource of worriment to.every merchant will be 
eatured in a way to show the right and wrong way 

‘ationpf handling them. 

n, sayg The first day of the convention will be known as 

ld ov@Shoe Travelers” day. 

wauk@ There will be a dramatized reproduction of the 

assuraproper and improper method of buying and selling— 

f contact between the shoe traveler and the mer- 

hant. How to buy, what to buy and when to buy 

vill be the particular features of this demonstration. 













of on 
r mort 
;, unig@ On Tuesday, the second day of the convention, the 
he ogducational features will be devoted to dramatized 
ursdageproductions of the proper way of meeting customers, 
ainut@making sales, handling adjustments, returned mer- 
ght. Bhandise, exchanges and collections. 

in ti In the act ““Making Sales’ will be demonstrated 
thirtgfoot examination, the selection of the proper shoe for 
se colrippled feet, weak arches, etc.; also the selection of 
he proper shoe for the customer who wants the 
, ewest and dressiest shoe in the house. 

For the act devoted to adjustment of claims for 
yn wigeturned merchandise, exchanges, etc., merchants 
ssionave been selected who have been successful in han- 
ing ha@lling these disagreeable features. 
emeng ' 

abo Demonstrations in Model Store 
rmet™ All these demonstrations will be held in the “Model 
1 areBhoe Store’ which will be in itself one of the great 


Retail Salesmen’s Day 




















educational features of the convention. This store 
will be in a large room just off of the main arena. It 
will be a store different from any you have ever seen. 
There will be four large show windows fitted up with 
backgrounds and fixtures which will be worth at least 
five thousand dollars. These fixtures are furnished 
by a large window fixture manufacturer and will be 
of the most approved types for various sorts of 
windows. 

The store front, including the four windows and 
entrances, will be installed by one of the largest store 
front manufacturing concerns in the country. The 
seats and try-on stools will be installed by a concern 
nationally known as having the most advanced ideas 
on shoe store seating. 

The arrangement of the shelving and stock will be 
unique. 

In this store will be demonstrated various systems 
of stock accounting and cash accounting—plans that 
are practical for small stores as well as large ones. 


Window Trim Contest 


Another feature which will continue throughout the 
four days of the convention will be the window trim- 
ming contest in another part of the hall. This will 
be a prize contest open to the window trimmers of 
the world although only shoes, hosiery and accessories 
will be shown in the window. There will be a new 
trim in this window every hour during the four days 

(Continued on page 67) 
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come down; that we ought to come down off 

of this high plane of living, or plane of high 
living, as you choose to designate it, and there is a 
consensus of opinion among thoughtful men in this 
country that some concerted action should be taken 
to bring us back to our senses. The question is: 

**How should it be done?”’ 

You can’t get a unanimity of opinion of the people 
of this country. There is no set of men in this coun- 
try that dominates business affairs, so it has been 
largely a question of education and of inculcating a 
new point of view in the minds of our people and the 
buying public, and that 


{io is a general feeling that prices ought to 


All Signs Point Toward Good Retail Business 


Little Real Evidence of Lessening of Buying Power or of 


Willingness to Buy 


By W. E. BAIRD, Before Denver Convention 


Sept. 25, 1920 





along a gradual decline, at times showing slightly 
more interest, some little rallies now and then, but it 
has not stiffened or shown any strength at any time 
which would indicate that it was likely to be per- 
manent. 

For that reason I think that a merchant would do 
well in buying his shoes to buy cautiously. I am tell- 
ing you exactly what I would do if I were in your 
place. I wouldn’t be afraid to buy the shoes I needed, 
because I know this—that while we may be upon a 
declining market, there is no reason why, in order to 
get down to a sane level, we should jump out of the 
window instead of going down the stairs. There is a 
way to get down to a 
sound and healthy basis 





can only come through 
you with reference to 
shoes. 


Healthy Frame of Mind 
Necessary 


We have, it is true, an 
increased volume of basic 
material for shoes, par- 
ticularly finer shoes, kids, 
etc., but the labor cost 
has not been relieved and 
there is not the likeli- 





Will We Walk Down Stairs 
Or Jump Out the Window? 


“I wouldn’t be afraid,” says Mr. Baird, “to 
buy the shoes I needed because I know this— 
that while we may be upon a declining market, 
there is no reason why, in order to get down 
to a sane level, we should jump out the window 
instead of going down the stairs. 
way to get down to a sound, healthy basis 
other than by doing something precipitate.”’ 


other than by doing 
something precipitate. 


Transportation 


Difficulties 


The manufacturer 
must buy his leather 
from the tanner; the 
tanner must have his 
orders from the manu- 
facturer before he is 
likely to be running his 


There is a 








hood of a decrease in the 
volume of our currency 
or a lessening of the buying power and willingness to 
buy by the great masses of our people. With these 
facts in mind, gentlemen, why isn’t there a good 
reason to believe that we will have a good business, 
not only this Fall but next Spring? 

I believe, therefore, that merchants may very well 
consider that they will have a good business if they 
will keep in a good healthy frame of mind, for as was 
very aptly said by a leading jobber in St. Louis, 
sometime ago in advertising, “‘If you start out to have 
a bad business, you will certainly get what is coming 
to you, but if you start out to have a good business 
along thoughtful, conservative lines, you will certainly 
get it and enjoy it.” 


Weakness in Leather Market 


Since last October on account of placing upon the 
market these finer grades of leather that I have men- 
tioned, the market began to show a weakness as early 
as last March and since that time it has proceeded 





plant at full tilt, so that 
all down the line there 
must be some preparation in anticipation of your 
needs, ‘and unless you have your .orders in to 
the factory, wherever you may buy them, in 
time to give the manufacturer an opportunity 
to secure his leathers, your shoes may ultimately 
come on exceedingly late; you will be disappointed 
and it certainly will result in a loss to you— 
an inconvenience to you which would more than 
offset the possible decline in prices and anything 
you might gain in that way. 

The shoes that you will have on your shelves 
next Spring, gentlemen, must be made of leather 
that will shortly be in the making from the hides 
and skins bought long before your order is given. 

There is the question of transportation of raw 
materials to the tanner and of the tanner to the 
manufacturer and then especially in this section of 
the country goods must be hauled very long dis- 
tances. The railroads are not in a position to handle 
freight as they once did. 
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“About a year ago Mr. Montgomery told us that 
mazimum production of all shoe factories was 525,442,- 
500 pairs per year and that 66 2-3 per cent produc- 
tion would give 350,294,670 pairs, about the normal 
and adequate demand per year.’’-—Editor’s note. 


VERY one has been discussing the high cost 
H; of living, and demanding greatly reduced 
retail prices on practically all commodities. 
Does labor realize what that means? (In using the 
word Labor, we must include manual, clerical and 
executive in all capacities.) 
We all know the cost in 
our own selling or producing 
capacities, but have we taken 
into consideration the per- 
centage of labor in the articles 
we buy? 





material carries with it the 
least percentage of labor, 
while the retail price to the 
consumer includes the great- 
est. It is estimated that at 
present from two-thirds to 
three-quarters of the cost to the 
retailer has been paid for labor. 
At first you say “Impos- 
sible!”’ Think this over, 
figure for yourself, and draw 
your own conclusions as to 
what decline is equitable and 
fair, and likely to prevail 
until everything entering the 
cost of production shows its 
proportionate decline. 











A Pair of Shoes in Labor 
Costs 
Take for example a pair 
of shoes. There is first the 
labor of handling and trans- 
ly! porting the raw _ supplies; 
seal then the cost of manufactar- 
<OMDLETED = ing them into leather; then 
urn the cost of manufacturing 
uf ; | them into shoes and, finally, 
the retailers’ cost of selling 
to the consumer. 
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Cumulative Labor Costs in Shoes 


Seventy-five Per Cent of the Retail Cost of a Shoe Is in Labor---Manual, 
Clerical and Executive in All Capacities from Ranch, Field 
and Mine to the Fitting Stool 


By JAMES M. MONTGOMERY, Richard Young Co., New York 


Of course, the cost of raw. 





In many manufacturing lines the original cost of 
the raw material is exceedingly small, as compared 
with the value of the finished product. For instance: 
“The Value of Hides and Skins the World over is 
largely represented in the labor of the shepherd, 
farmer, butcher, transportation and other charges. 
Therefore, the raw material, say four feet of leather, 
including the soles, in the average pair of shoes, can- 
not possibly amount to over 10 per cent of the cost 
to the retailer. 

The iron ore in an automobile, or an intricate piece 
of machinery like the newest type of newspaper print- 
ing press, amounts to less than five per cent of the 
selling price. Is it, therefore, any wonder that prices 
have advanced and kept pace with labor, and under 
these conditions what can we reasonably expect in the 
future? 

Not Traceable to Raw Supplies 


It would be of great value if some of your readers 
and others in other lines would figure accurately the 
total cost of labor in the product which they sell. 1 
believe our government should have such figures for 
their consideration and enlightenment, as well as the 
consuming public. It would certainly clear up a 
wrong impression now largely prevalent that the pres- 
ent high prices are due to the cost of raw supplies. 

Is it, or is it not true, that taking the cost of all the 
leading manufacturers only 10 per cent of the selling 
cost to retailers is represented by original raw ma- 
terial, and 75 per cent is cumulative labor? 

It is to be hoped that this aspect of conditions will 
be freely discussed and brought to the attention of 
the buying public that they may appreciate the reasons 
for ruling high prices of manufactured products. 

The above refers to staple manufactures and not to 
specialties and controlled products. 


Enhanced Values of Materials 


Much has been said about the excess profits made 
during the past four years, but it must be remembered 
that they were largely due to the enhanced value of 
the stocks on hand and contracted for, and by the 
reduction in overhead expense owing to increase of 
dollar amount of business. This, however, is a thing 
of the past and our government will have to depend 
upon other sources of income hereafter. 

There have been some misleading statements in the 

(Continued on page 67) 
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Shoe Fitting in 1920 


““Recorder’’ Lesson No. 18 


The better the fit the better the wear. Price and profit then become a pleasur- 
able acknowledgment of service. 


! : 66 





New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “first hand” 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “the first 
duty of the retail shoe sal: fitting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
to your fitting-stool experience. 

















The How and Why of Treating Troubled Feet as Solved by Experts 
Who Have Met With Every Form of Foot Trouble 


THE TOE NAIL—NO. 18 


N the illustration we have what would be termed 

| a normal foot, so far as the straight inside lines 

go, but if we study the toe nails, the normal 
feature is seen to be missing. 

Study the nails on each toe, especially the fifth, or 
little toe. You will notice the nails are sadly abridged, 
and resemble the finger nail of the habitual finger 
nail biter. There are no extended and end protecting 
nails, so beautiful and useful on hand or foot. The 
ends look as though they were pretty near the quick 
(the edge of the nerve cells) and the little or fifth toe 
has just the semblance of a nail. 


Narrow, Short Shoes Cramp Nails 


We realize that customers do not pull off their 
stockings when being fitted. Therefore the conditions 
described are not familiar to the shoe fitter. If they 
were, he would at once do his utmost to persuade the 
customer to purchase a wide shoe. Such a shoe, with 
an abundance of length, gives the poor nails a chance 
to grow over the end of the toe. 

The high toe lasts which were so popular, especially 
in the West, have many good points, one in particular. 
They form a shed over the ends of the toes and we 
feel safe when we say that there has been far less 
trouble from short fitting with this type of last, but 
against that’ there has been considerable trouble be- 
cause of the edge of the box bending inward and 
scraping the tender joints and pressing the nail. 


Look for Soreness 


One of the best ways to detect a sensitive toe nail, 
when you have taken off the shoe, is to run your hand 
downward, over the foot, and as you pass over the 
toes, press them gently. If they are sore or sensitive, 
the customer will indicate it at once. This will give 
you an opening to find out just where the trouble lies, 
and also put you wise as to the last that will give the 
greatest relief and permanent comfort. 

For the majority of cases of tender toe nails the 
French plain toe last will prove most satisfactory, 
but if the plain toe does not appeal to the customer, 
as in a majority of cases it will not, you may use a 
plain toe with tip. By that we mean a tip without 
box—a soft toe. You may have a customer who likes 
a certain last which may be comfortable in all re- 
spects, except across the small joints of the toe and 
over the nail. Perhaps the customer has bought a 
pair and has brought them back claiming that they 
hurt the toes. You can get out of this difficulty by 
having the boxes taken out, and you will have shapely 
soft toes that will be absolutely comfortable. If the 
customer objects to the looks of the shoe with the 
entire box removed, substitute a quarter box, similar 
to those used in army officer’s shoes. 


Recommend Wide Toes 


Another way to relieve the pressure over toes and 
nail is to open the toe of the shoe as far back as the 
depth of the tip and to cut the box toe in halves. 
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This will leave the end stiff and remove the half that 
bends inward over the toes or nails. In every case 
where you can influence the customers who complain 
of tender toe nails, recommend rather a wide toe, and 
if you carry plain toes in stock, try to fit those. 

We realize that some of our more experienced shoe 
fitters may differ with us on some points, but be that 
as it may, the suggestions set forth in the different 
lessons are not based on theory, but on actual sales 
experiences. The suggestions relative to altering 
shoes are made with the idea of fitting more people 
with fewer lines of shoes. The modern idea is to carry 
less stock, fewer lines, and more good sizes. 





ADVANCE NEWS OF THE MILWAUKEE 
CONVENTION 


(Concluded from page 63) 


of the convention. As the window trimmer does his 
work he will explain the reason for each act he per- 
forms. All this will be taken down by stenographer 
so that it may be reproduced for the benefit of the 
merchants of the country. A photographer will be 
constantly on the job to take pictures of each window 
as it is prepared. Three beautiful loving cups will be 
awarded at the close of the convention to the three 
trimmers who have produced the best display. 

Retail clerks’ day will be a day of untold value 
to both merchants and retail salesmen in attendance. 
It will represent a distinct loss to every merchant 
in the country who fails to attend the convention 
on that day. 

The Convention Committee is arranging for excur- 
sions from all towns within two hundred miles or so 
from Milwaukee to bring in the retail salesmen on that 
day. A movement is on foot to close all the retail 
shoe stores in Wisconsin on that day in order to give 
the clerks the benefit of the wonderful education 
which they can acquire from that day’s attendance 
at the convention. 


Education in Correct Dress 


So-called style shows for some years have been 
convention features. As a rule, little attention has 
been paid to harmonizing shoes and gowns, and 
practically no thought has been given to shoes and 
costumes that are correct and proper for various 
occasions demanding the time of well dressed men 
and women. 

Barney Coens, himself a retail shoe merchant, has 
long recognized the need of education along this line 
among retail shoe merchants. He has planned a 
dramatized stylish exposition for the big convention. 

On the big stage in the Auditorium will be shown 
practically all the activities, domestic, business, etc., 
that claim the time of men and women. Boudoir 
scenes, breakfast scenes, luncheons, dinners, recep- 
tions, street scenes, parks, golf, tennis, boulevards, 
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all these will be shown by special actors and actresses 
trained as in the best of theaters. 


Shoes for a Purpose 


Whenever there is a wedding in the community 
there is a demand for footwear for that occasion. 
The average merchant is often at a loss to know 
just the kind of shoes to recommend for the occasion. 
Here will be dramatized a wedding scene. Do not 
be surprised if you behold a_real, actual, honest-to- 
goodness wedding—the bride, the groom, best man, 
the bridesmaid, the ushers, and all the attendants as 
well as the guests and everyone properly attired from 
head to foot. As each arrives-on the scene an an- 
nouncer will proclaim the various garments worn 
and why they are proper for the occasion. A recep- 
tion dinner and dance will follow the wedding so that 
the merchant attending this affair will have pretty 
fair conception of the kind of footwear to furnish 
his customers for like occasions. 

Not only will a wedding be dramatized, but each 
of the various functions and occasions requiring special 
footwear will also be featured in the same way. Each 
day will be featured by some particular event of 
social, athletic or business life. 


Additional Features Planned 


’ While every merchant will be interested in the 
wonderful program to be presented at the regular 
convention sessions and while he will also be inter- 
ested in the most wonderful exposition of shoes, 
hosiery, accessories, rubbers, repair machinery and 
other displays by manufacturers and wholesalers, 
yet the educational features of the convention out- 
side of these features will be well worth his while, 
time and expense to attend this greatest of trade 
conventions ever staged in the country. 





CUMULATIVE LABOR COSTS IN SHOES 

(Concluded from page 65) 
press. One, that hides had declined 50 per cent, and 
in consequence shoes would sell at half price. If from 
two-thirds to three-quarters of their cost is for labor, 
as explained above, such a decline in price to the re- 
tailer is absolutely impossible, even if the raw ma- 
terial cost nothing. 

If Labor and Capital, judging from interest now 
being paid on foreign and domestic bonds, are getting 
approximately double pre-war rates, with contracts 
in many cases covering long periods, is it not fair and 
equitable that all other factors should be figured on 
the same basis? 

If this is clearly understood by the consumer, why 
should not business resume on this basis in all lines 
and every one act accordingly. This would seem the 
wisest course to pursue until world conditions become 
more stabilized and prices find their true level. 














New Device on Market 


Worcester, Mass., Sept. 24—The Clarke-Emerson 
Manufacturing Company of this city has recently 
put on the market a new foot measuring device 
which, it is claimed, registers in an instant the exact 
length and width of the foot, thus making only one 






















‘RALPH S. NOWELL 
Sales Manager of the Clarke-Emerson Mfg. Co. 


try-on necessary in the retail store. The device is the 
invention of Harold E. Clarke, who perfected it during 
his connection with the United States Quartermaster’s 
Department. Ralph S. Nowell, sales manager of the 
company, expects to start off on an extended selling 
- trip soon. 





William M. Graffis Dead 


Logansport, Ind., Sept 20—William M. Graffis, 
veteran shoe merchant of this city, senior member of 
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the firm of W. M. Graffis & Son, died September 10, 
at the family residence, 1000 Broadway. Mr. Graffis 
was born in Logansport, June 3, 1842, was educated 
in the Logansport schools and had been a constant 
resident of this city since the day of his birth. During 
his early boyhood days he drove a mule that turned 
the mill which ground the bark for a tannery located 
on the Wabash and Erie canal, this being his first 
work in the shoe business; later he became a clerk for 
the old firm of Tanguy & Barnheisel, shoe merchants. 





Meeting of Tanners’ Council 


New York, Sept. 22—The Program committee is 
making some progress with its plans for the annual 
convention of the Tanners’ Council in Chicago which 
takes place on October 21-22 next at the Congress 
Hotel. Realizing the interest of members at this 
time in certain national problems the following pro- 
gram has been arranged for a part of the first day’s 
session. The problem of revising the national tax 
laws will be discussed by Martin B. Madden, Repre- 
sentative in Congress from Illinois, while business 
conditions from the viewpoint of a banker will be 
taken up by Harry H. Merrick, President of the Great 
Lakes Trust Company of Chicago. Financing foreign 
trade will be the topic of an address by Philip B. 
Kennedy, Vice-President of the First Federal Foreign 
Banking Association of New York, and present and 
future transportation problems will be discussed by a 
prominent railroad executive. 





Shoemen at Washington 


Washington, D. C., September 20—Among the 
shoe manufacturers who attended the bid openings 
at Washington Sept. 15 were Fred W. Cox of B. A. 
Corbin & Sons Company; Mr. Alden of. the J. M. 
Herman Shoe Company; Charles P. Keighley of the 
C. P. Keighley Company; M. Rosenwasser of Rosen- 
wasser Bros. Company, and Mr. Eagan of Rice & 
Hutchins. 





‘‘We are constantly reading about the women’s 
styles, neatness of the ladies’ feet, etc., and I 
have been making 
a sort of a survey 
of the appearance 
of men’s feet in 
general, and do 
you know, that in- 
variably it is the 
sloppiest part of their apparel? 

“He does not seem to care how his shoes look 





Never Were Men’s Feet More Slovenly 





as long as he is not barefooted, so say I, ye 
gods and little fishes, shades of Hamlet; let us 

. start a movement 
or agitation to get 
men to spruce up 
and we will be- 
doing our fellow- 
man a great. ben- 
efit.” 


So say we all of us! 
By Charles G. Dow of the J. W. Carter Chicago Co. 
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Is This a Barber Shop or a Shoe Store? 


Shoe Store Features Barber Shop for Children 


Sounds strange, doesn’t it? But the firm of 
Burrows & Sanborn, Lynn, Mass., has one. So 
have other stores. 

Children approve it. That*settles it. Some men 
may say that a shoe store is no place for a barber 
shop. But the youngsters throng it. Their verdict is 
final. 

Two chairs make up the equipment, with the bar- 
ber’s tools, of course. The chairs are of white enamel, 
with leather cushions: They are in a corner of the 
store, where the bright light streams in. 

Shelves of shoes are beside them. On top of the 
shelves are shoes, and toys and things. The clerks 
take them down to amuse the children. 


\ BARBER shop for children in a shoe store! 


Building a Mailing List 

A little desk, with a guest book upon it, is betwixt 
the chairs and the shelves of shoes. The,youngsters 
register. The school children sign for themselves. 
Mother signs for the baby. Three shoes stand on the 
desk. A good mailing list is had from that guest book. 

A phonograph is beside the chairs. Sometimes the 
music is started up. Bears, elephants and ponies 
are here and there upon the green carpet. So are tiny 
fitting stools. 

Little Susie may have her hair cut, or a new pair 
of shoes fitted to her feet, or both. Or she may romp 
around and play with the toys, while mother or 


aunty gets fitted to a new pair of shoes, in the grown 
folks’ department, which is next to the children’s 
department. 

Shoes and Shampoos 


Two young ladies in white tend the chairs, and fix 
up the youngsters. A Dutch cut or a ““Yankee Klip,” 
a trim, or a shampoo, they will give at 50 cents each. 
Or they will fit a pair of shoes. The youngsters are 
all dolled up from head to foot when they come from 
the barber shoe shop. 

First, there was one little chair for little folks. 
Next, another little chair was put in. Then the big 
girls began to appear, to get a Dutch cut, or a ““Yan- 
kee Klip.”” So a larger chair was put in. It has an 
extra seat, which can be slipped in to provide a chair 
for small folks the same as the dictionary is put into 
a chair for the small guest at dinner. 


The big day in the barber shop is Saturday. Then 
the school children flock in all day long. Many come 
to get shoes, as well as a hair cut. The smaller chil- 
dren come in during the shopping hours, and bring 
the older folks with them. 

The shop starts children in the habit of going to 
the Burrows & Sanborn store. They get their first 
hair cut as well as their first pair of shoes in the store. 
And they follow on. The fashion among misses, of 
short trimmed hair, has helped the barber shop a lot, 
and also the shoe shop. 
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Increasing Profits 
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Group Photo Ta 


by Installing System 


From Address Delivered Before Mountain States Convention by A. D. Lewis, 
President of A. T. Lewis & Son Dry Goods Co. of Denver 


international importance—has reduced the 

element of chance to the minimum through 
the perfection of research and statistical departments. 
Smaller business may well take advantage of these 
methods to a certain extent to protect themselves 
from guess work. I think we all realize that our 
businesses are not as scientifically managed as they 
might be and that we take many chances which are 
unnecessary. 


= business—I mean business of national or 


Here are some of the things that a sample 
system can tell you at any moment of any day 
in the year. Would they be valuable to you? 

The percentage of mark up on current pur- 
chases as well as on your stock, including goods 
carried over from previous season. 


The proportion of cash charge and C.O.D. 
sales. 

The amount of your average sales. 

The turnover you are getting on your stock 
and on your capital. 

Just what becomes of every dollar you take 
in—how much represents the first cost of the 
merchandise, then the amount that goes for 
the payment of each of the various expense 
items such as rent, heat, light, salaries, ad- 
vertising, accounting, delivery—what is one 
of your heaviest items of expense—your mark 
downs; and, finally, you have the little dif- 
ference between all these items and the dollar 
you have originally taken in which is called 
**profit.”’ 


Profit in Your Cash Discount 


How much of your stock is of the present 
season, six months, one year, or older? 
How your mark downs are affecting your 


profits. 
What your stock values are at both cost and 


retail. 
Your average stock investment from month 


to month. 


Part of this profit is the cash discount earned on 
the bills you have paid. It may be a substantial 
part of all you have made. Would it be interest- 
ing to you to know just what part of your profits 
are represented by your cash discounts? It might 
prompt you to resist more vigorously than before the 
tendency of manufacturers to reduce cash discounts. 
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to Tali) enver Convention 


Careful consideration of this data compared with 
corresponding data for previous years will enable you 
to buy for your demands more intelligently—make it 
possible to forecast the volume of sales in the individual 
department more accurately and to determine to a 
reasonable certainty what your inventory, liabilities 
and profits will be at the close of your year. You 
can regulate your purchases so that maturities will 
fall at convenient times for payment and materially 
reduce the amount of your borrowings from banks. 


Facing Financial Facts 


Your financial statement can be constantly before 
you, showing not only your assets and liabilities, but 
dates of maturity of these liabilities as répresented 
by bills already received, as well as contingent 
liabilities in the form of outstanding orders. 

No man can run his business with the same degree 
of efficiency when he is burdened with financial worry 
as when his whole energy is directed to the business 
of buying and selling. 

If financial problems disturb you the best way to 
correct them is to line them up where you can face 
them squarely and fight them out. A _ financial 
problem may exist even though you have ample 
capital. Many a store has an amount of capital tied 
up which is out of all proportion to the possible earn- 
ings of that business. The excess should be released 
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into some other investment. We are disposed to 
accept the accustomed to a greater or less extent. 
We tolerate a bad condition long enough and we 
accept it as inevitable. Why not dig out the facts— 
look the disagreeable things in the face and correct 


them? 
The Question of Mark Downs 


MR. LOGAN: I would like to ask Mr. Lewis 
when he takes his mark downs. You take your 
mark ups, now when do you take your mark downs? 

MR. LEWIS: When do we take them? The mo- 
ment we reduce the price the mark down is inime- 
diately chargeable to profits for the current month. 

MR. LOGAN: Then you keep a stock record of 
each article in your store? 

MR. LEWIS: No,—— 

MR. LOGAN: Where do you put your record of 
that mark down? 


Selling Price on Invoice 


MR. LEWIS: Briefly, I will try to explain. When 
you get your invoice you mark your items of mer- 
chandise on the invoice at the price you expect to sell 
them at. You extend your invoice at retail. That 
invoice is then charged to your department at both 
cost and retail. Assuming that you buy a bill of 
$1,000 and retail it at $1,500, you charge the bill to 

(Continued on page 74) 
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We must have an organization and I will 
say that if we had not had an organization 
in the past three or four years our business 
would have gone to hell. 

That reminds me of a story—about Pat and 
Mike who had a friend by the name of 
Moriarity. Moriarity got killed by an auto- 
mobile and they wondered whether he had 
gone to heaven. One thought he went to 
heaven and one thought he didn’t. One day 
they were walking down the main thorough- 
fare and they spied a sign, “Fortune Teller.” 

“Say,” said Pat, “Let’s go in and find 
out if Moriarity went to heaven.” 

“All right,” said Mike, and in they went. 

It cost them a dollar apiece to ascertain 
whether Moriarity had gone to heaven or hell. 
After the usual trance the madam told them 
“That our good friend Moriarity was now 
within one mile of heaven’’—and for a further 





“Heaven or Hell” 


By FRANK P. MEYER Before the Michigan Convention 


+ <a poe) ie ate ake 


consideration of three dollars apiece she would 
go into another trance and see whether or not 
Moriarity got in heaven. 

Pat and Mike talked over this financial 
question and decided to dig up the second 
installment. The madam then said, “Your 
good friend Moriarity is within three feet of 
heaven’”’—and for a further consideration 
of five dollars more apiece she would tell 
them whether he had passed the portals or 
not. 

“Pat, didn’t she say that Moriarity was 
within three feet of heaven,”’ asked Mike. 

“Sure,” said Pat. 

“Well, he wasn’t a cripple when he was 
here and if he can’t jump the other three feet, 
let him go to hell.”” (Laughter.) 

And that is exactly where our business 
would have gone if we had not had the 
Association. 
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Is It Time to Introduce New Colors and Extra 
High Cut Boots in Women’s Footwear? 


By WILLIAM J. GIBBS, Shoe Merchandiser, Marshall Field & Co. 


N response to the above question Wm. J. Gibbs, 
shoe merchandiser of Marshall Field & Co., Chi- 
cago, gave the following opinion: 

“In the first place,” said Mr. Gibbs, “too many 
merchants made the serious mistake in cutting mer- 
chandise so severely and in many instances below 
costs, which will take the heart out of profits. This 
action is not commendable providing shoes were cor- 
rectly priced with fair profit. 

“The public have taken all this price hysteria to 
mean that shoes have been abnormally high and profits 
abnormally long. The demand of the public at the 
present time is for good shoes but at moderate prices. 

“The business of every merchant should be through 
his advertising, through his show windows and 
through his salespeople to acquaint the trade coming 
to his store and the people of his community with the 
true conditions in the shoe industry. 

“The big problem before the industry is not ten- 


inch boots or delicate shades of leather, but the big 
problem is to restore the confidence of the public. 
From various causes the public have become nervous 
and restless and it is the patriotic duty which every 
merchant owes to his business and community to 
dispossess the minds of the public of the erroneous 
ideas that exist relative to conditions of business at 
large and conditions in his individual craft. 

“This is a time to look conditions squarely in the 
face and get our feet on solid ground. It is time for 
manufacturers to help in restoring public confidence 


-and figure prices with a short pencil and so aid in 


cutting down the wide spread between actual manu- 
facturing costs and consumption prices. 

“There are in every community a limited number 
of extreme dressers who will buy anything that the 
merchant says is new, whether it be style or not. 

“There is a vast difference between real style and 

(Continued on page 74) 
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Responsibilities of Partnership 


Like Marriage, Partnership Is for Better or Worse---Be Informed 
as to the Law 


By L. C. BREED 


N the United States, partnership for business 

purposes is far more common than it is abroad. 

In considering it, the writer will deal mainly with 
the human, rather than the legal aspects of the asso- 
ciation of two or more individuals in a commercial 
enterprise. It also should be understood that the 
average firm of two men is dealt with, and that, of 
the various forms of partnership, but three kinds— 
ordinary, silent and special—will be taken up. While 
it is not uncommon for traders who have no one 
associated with them to imply partnership by the 
addition of ‘‘and Co.,” to their names, it is not in 
good form, and in New York it is prohibited by 
statute. 

As is well known, the reasons for forming a partner- 
ship are numerous, and there is no occasion for nam- 
ing them. The contingencies attached to partner- 
ships if their own relations and those toward other 
persons, are so many and so varied, that it would re- 
quire a good-sized volume to deal with their legal 
aspects. Owing to this fact, great care should be 
taken to begin right, and to acquire at least a super- 
ficial knowledge regarding them. The first step to be 
taken should be a public announcement. It is as- 
sumed that articles of partnership have been drawn 
up and signed. Furthermore, that care has been taken 
to provide in the articles, a clause calling for arbitra- 
tion in case of disagreement during the life of the 
partnership, or at its dissolution. Right here will be 
seen that, under ordinary circumstances, litigation 
is prevented, whether the disagreement arises from 
misunderstanding, or is an example of a wish to get 
the better of the other member of the firm. 

It should be fully realized by the two men that 
there are serious responsibilities and risks assumed by 
each in forming a partnership. For this reason they 
ought to know each other well. The first and highest 
duty which partners owe to each other is that of 
perfect good faith. In the Roman civil law, partner- 
ship and marriage were considered to be closely 
analogous. 

Every Dollar Is Involved 

A man should know that every dollar that he is 
worth is at the risk of the business, each partner being 
held absolutely for the whole amount of all the debts 
of the firm, by whichsoever of the partners they were 
contracted. All attempts to evade this feature of 
partnership will be found closely prevented, so far 
as possible, by law. 


The partnership having been formed, it is wise, as 
a general rule, to arrange that each member of the 
firm be assigned the care and the conducting of a 
division of the work. If it should prove that one has 
the qualities of leadership, let his part be to take the 
initiative in securing business and in financing it, 
while the other cheerfully takes the position of “‘fill- 
horse’ and looks after the details of store or office 
management. Of course, the larger the business the 
more possible and the more necessary it is that this 
plan should be adopted and maintained, with as little 
variation or departure from it as possible. There can 
be no full responsibility for each partner unless there 
is no interference. 

Among the restrictions which under most circum- 
stances the two members of the firm should agree to, 
are the following, viz.: not to endorse notes or be- 
come surety for a third party without the written 
consent of the other partner. Also not to buy stocks 
on margins under any circumstances. There should 
be an understanding that personal expenses should 
not be allowed to render it necessary to impair the 
capital invested by each partner. There ought to be 
an agreement that neither of the partners should be- 
come interested in a business venture not connected 
with the affairs of the partnership, if attention to it 
was liable to encroach upon the time that should be 
given to the business of the firm. 


Keep Both Parties Informed 


Such partnerships usually provide that each mem- 
ber shall notify the other with regard to his intentions 
or wishes, say three months in advance of the dissolu- 
tion of the partnership. For example: 1, state if he 
desires it should be renewed—2, state if he wishes to 
buy his partner’s interest—3, state if he wishes to 
sell his interest—4, state if he wishes to divide the 
business. A complication which now is likely to 
arise, in the event that one of the partners wishes to 
buy his associate’s interest, is in regard to the value 
of the good will of the business. Resort can be had to 
arbitration, provided there is a clause covering it in 
the articles of partnership, or it is so arranged between 
the partners by mutual consent. 

Another form of partnership is where a man takes 
no active part whatever in the business of the firm 
and exercises none of the rights of a partner, except 
that of receiving his share of the profits from time to 
time. Still another phase of it is what is termed 
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special partnership, in which case a man supplies a 
certain amount of capital, and who, if he complies with 
all the requirements of the statutes, is not liable for 
the debts of the firm beyond the amount which he 
contributes to the capital. 

The foregoing by no means covers the ground, but 
it at least gives some fundamental facts which it be- 
hooves those who contemplate forming a partnership 
to take under consideration. Where the interests are 
large and consequently important, the services of an 
attorney should be employed in drawing up the articles 
of partnership. It is proper to add that the death of 
either member dissolves the firm, and its affairs must 
be liquidated. Partnerships may be dissolved by 
mutual consent of the parties, or by lapse of time. On 
the dissolution of the partnership, the power of one 
partner to bind his associate ceases, except for the 
purpose of receipting in settlement of outstanding 
accounts. No one partner has the right to appro- 
priate to -his own use any property belonging to the 
firm until all liabilities are met. 





INCREASING PROFITS BY INSTALLING 
SYSTEM 
(Continued from page 71) 

the department at cost of $1,000 and retail of $1,500— 
per cent of mark up 33 1-3 per cent. Then comes 
another bill and another bill, and as they accumulate 
you get your average per cent of mark up on all those 
bills so that you know how your entire stock is marked 
up. Then you take a loss—say a mark down of $100. 
That is charged against that month’s profits, thereby 
automatically reducing your cost in like proportion. 
The loss that you take when you take your mark 
down is not delayed until you sell the goods, but is 
immediately taken into account on your books. Have 
I made that at all clear? 

A MEMBER: Kindly explain further. 


How to Handle Reductions 


MR. LEWIS: I can possibly best illustrate that 
by an extreme case and dealing in round figures. I 
know these figures are not applicable to the shoe 
business. If they were, we would all be millionaires. 
Assuming that you mark everything double and your 
stock and your season’s purchases represent $20,000 
at cost, and those goods were originally marked 
$40,000, and you all at once awoke to the fear of, you 
know—and you concluded that you couldn’t get 
away with it and said, “I am going to give 25 per 
cent off on everything in this store.” You see that 
the original 50 per cent which you had intended to 
make is at once reduced to 33 1-3 per cent. The 
fact that you have been obliged to reduce your retail 
price makes it; quite evident that the merchandise 
was not as good/or as{desirable as you had considered 
it. Upon the theory that this merchandise was 
originally marked, and thought worth double its 
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cost, the cost value after price reduction would be half 
that reduced retail price. Assuming that you had 
sold half of these goods at full price, or $20,000, before 
marking the remaining $20,000 down to $15,000, the 
cost stock value under this system of this $15,000 
would be $7,500 or $2,500 less than you originally 
paid for it. A retail reduction under this system 
automatically reduces your cost values, thereby pre- 
venting a fictitious showing of profit. 


Restoring the Mark Up 


A MEMBER: When you have an average per- 
centage of, say, 35 per cent for your season up to a 
given time and it is desired to have a sale, and take 
a mark down of $1,000, don’t you take this $1,000 
and figure how much the loss will affect the per cent 
of profit made on the sales already made? 

MR. LEWIS: Yes, and having impaired your 
original mark up by the mark down, there is but one 
way to restore it, and that is by buying something 
that. will bear an extra profit. I know that in New 
York stores, who are operating under this system, 
where they turn over their stock very rapidly, a 
buyer who has impaired his mark up through sales, 
etc., is called to the office and required to make pur- 
chases for this purpose. This is easier done in an 
Eastern city where you are close to the market, and 
where your buying capacity is larger, than we can 
here. 





IS IT TIME TO INTRODUCE NEW COLORS 
AND EXTRA HIGH CUT BOOTS IN 
WOMEN’S FOOTWEAR? 

(Continued from page 72) 

a mere fad. It is high time that merchants were 
educating themselves and their salespeople to this 

difference. 

“In my opinion ten-inch boots are a mere fad— 
chicken trade merchandise. They are extremely hard 
to fit. Then to combine ten-inch tops with delicate 
shades of leather means footwear at extremely high 
prices. A campaign of this sort of footwear at the 
present time is apt to do a lot of damage by still fur- 
ther unsettling the minds of the public as to actual 
prices necessary in the shoe business and is very apt 
to destroy any attempt that can be made to restore 
the public confidence. 

“The injection of delicate shades of leather and 
extra high patterns in boots at this time will, in my 
opinion, get about as far and meet about the_same 
fate that the French vamp did less than a year ago. 
A few merchants will get in the game early and 
probably get out whole, while the big majority of 
merchants will get in late, pay top prices and un- 
doubtedly get out with a loss. 

“One thing is certain. A more carefully worked 
out program as to styles and colors should be propa- 
gated in shoe manufacturing and merchandising.” 
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Shoe Merchants Can. Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Mesine, White House and Buster Brown 
hoes. 


BRAUER BROS. SHOE CO. 
Little Prince and cess 
Children 


°s Shoes. 


DITTMAN SHOE CoO. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
ye Distributors of Mudge Old 


Shoes. 


E. LIPPMAN SHOE CO. 


G. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


J oe BROS. SHOE CO. 
akers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
e Babies. 
eg KY eewey to COMPANY 
hoes for Men. 


McELROY-SLOAN SHOE CO. 
Masterbilt, Super-Tred and Billiken 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—‘*Pedigo Style” 
PETERS SHOE CO. ----:' ~~ ” 


Peters “Diamond Brand” Shoes 
Clemend Special, Classic, Jewel, Weath- 


ROBERTS, JOHNSON & RAND SHOE CO. 
= atriot, Society and “Tess and Ted’’ 


sae gus co. . 
iris’, 
ame ; ong 
TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 
WIZARD LIGHTFOOT APPLIANCE CO. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys® and 
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An extremely popular Goodyear 
welt boot for the young lady, 
possessing lots of style, excellent 
fitting qualities, and can be retailed 


for $8.00. 
“OUR AMERICAN PRINCESS” 


NO. 413. MAH. VEAL LACE, 
814-INCH TOP, 10-8 HEEL 


Delivery in Four Weeks 


Brauer Bros. Shoe Co. - 


Manufacturers of Young Footwear 


St. Louis, U.S.A. 
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id Worlds Shoe Market. 
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We are manufacturing 


MORE 


Little P RINCE and P RINCES Wels 


today than ever before. 
WHY? 


They fit, wear, are stylish in appearance, and 
can be retailed for $7.50 in growing girls’, $6.00 


in misses’, and $5.25 in child’s, with profit to 
the retailer. 





Delivery in Four Weeks 


Brauer Bros. Shoe Co. 


Manufacturers of Young Footwear 


St. Louis, U.S. A. 
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‘ST.LOUIS 


THE WORLD'S SHOE MARKET 








Two of the best Ledigo 
of our many good ones STyLe 








““===1 We build them all on order. “No In-Stocks.” 
No back orders. No waste. Nothing indefinite. 





Quick Service Schedule. Some of the leading 
materials we are cutting: 





Blue Suede Calf, Henna Suede Calf, 
Chippendale Suede Calf, Black 
Suede Calf, Blue Kid, Brown Kid, 
_ Black Kid. All leading shades in 


Satin. 





Our Normal Production 
Indicates Style Popularity. 


Salesmen in All Territor- 
ies. Want one to call? 


Write or Wire Us. 


Eleven Inch “Hi-pointe” Boot. 
Instep top of satin in colors to har- 
monize with leather in vamps and 
“Niblick” Strap 


foxings. 
in Leather or Fabric 


Pedigo- Weber Shoe Co. 


St. Louis, Missouri 
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IN STOCK 








Stock No. 123—Men’s Genuine Chocolate 
Chrome Elko Blucher Work Shoe. Leather 
Counter Pocket. All Solid 


A. Palan Shoe Co. 
ST. LOUIS 
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The Shoes That 
Are Always 
in Style 


The Laws of Nature 
Never Go Out of Style 


Billikens are built along the lines of nature, but with 


a touch that makes them nifty, stylish and artistic. 
In Billikens we combine the genius of the artistic with the laws 
of common sense, and in this manner produce a perpetual style. 
perfect and lifelike. 

If you would buy shoes that are always in style buy the Nature 
Shaped Billiken—The National Shoe for Children. 


Made only by 


M=ElroySloan 


Shoe Company 
ST.LOUIS MISSOURI 


iG 




















Increase your sales—feature “‘Aulde Newberr: 

Comfort” Shoes. es ht r 

Our In-stock dept. will 1 

Gus . will supply you—as your 

Vici Kid Boot, Plain Toe or Tip, sizes 

EandER, Price - - ~~ 45.06 
Sold in 24 pair case lots only. 


FERN <«& POOR CO. Inc. 
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= 
TANNERS CUT SOLE CO. SY 


CUT SOLE DEPT. FINDERS DEPT. 
Oak and Union Cut Soles of Oak, Union and Hemlock, 
Uniform Quality, Cut and TAPS, TOPLIFTS, STRIPS, 
Sorted to Standards by Ex- BENDS and BLOCKS. Va- 
perts. Enlarged Capacity and riety of selections to meet 
Variety of Grades enable us every requirement of the Shoe 
to supply all demands. Repairing Trade. 








MANUFACTURERS TOPLIFT 
FACILITIES 
Large Capacity Prompt Service 
Extensive Range of Styles 


er —— 


MANUFACTURING PLANTS DISTRIBUTION OFFICES 
Cut Soles .90 Wareham Street Cut Soles.......321 Summer Street 
Finders.........321 Summer Street Finders.........321 Summer Street 

BOSTON, MASS. BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI and ST. LOUIS 
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IN STOCK 


Two serviceable, comfort- 
able boots of fine black kid. 
Both made on carefully 
designed combination lasts. 
Let us send you our cata- 
logue illustrating many 
other styles carried in stock. 


DPN RS a 
— ae eS RS yg 


No. 496 No. 499 
Paris Kid Polish on No. 657 Last, Flexible Paris. Polish N 516 t, Flexibl 
Welt, Medium Toe, Kid Tip, 1%4-inch Welt, ie Betta demas 6 Lass, Fi Bow 
Heel. Ball two widths fuller than instep. Toe, 134-inch Heel. Ball two widths fuller 
Instep normal. than instep. Instep normal. 

Price $8.85 Price $8.85 


IN STOCK AA Ball to E Ball IN STOCK AA Ball to E Ball 


J. J. GROVER’S SONS COMPANY 


Makers of Soft Shoes for Tender Feet 
LYNN, MASSACHUSETTS 
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The LAWYER 





A udg~ 
peek By went 
that bear marked evi~ 


dence of supertorittY 
of sipervority. 


st have shoes 


Number 4—Russia Bal 
on the Pick Last 


C.S. MARSHALL COMPANY 
BROCKTON 
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WIN THE MEN’S TRADE WITH 
The 


PIEKEN BROCK 
SHOE 


The Piekenbrock Shoe is the sort that instantly wins a man’s 
confidence—through sheer quality. 
In the Piekenbrock Line are popular lasts of men’s dress 
shoes; Goodyear welted; rightly made of standard materials. 
The Piekenbrock Shoe "illustrated to the left is St - No. 
1907. Mahogany Veal Whole Quarter Blucher. “7% 
Rubber Heel. Single < Sherman Last. Widths C_ 
Sizes 6-11. IN STOC 

Our new catalog shows our 

comprehensive IN STOCK 

line—which meets the vary- 

ing tastes and requirements of 

the great middle class. Write 

for catalog. 


E. B. Piekenbrock & Sons 


DUBUQUE IOWA 


























NEAT APPEARANCE + SERVICE 


Two features which appeal to your Customers. 


““HUBTIP’’ “NO METAL TIP’? SHOE LACES 


Trade Mark Reg. 


eee ee 


ialleesemmeearareonaieehereaee 


BSP 


TIPS NEVER PULL OFF, FRAY OUT, LOOK TINNY, OR CATCH IN 
CLOTHING—OUTWEARS SEVERAL PAIRS OF THE ORDINARY LACE. 
ORDER A CABINET TODAY. THERE IS A LIBERAL PROFIT FOR YOU. 


27 in. per gro. Strings , 36 in. per gro. Pps a x 45 in. per gro. Strings 
30 in. per gro. i M 40 in. per gro. Strin 3.60 | 54in. per gro. Strings 
63 in. per gro. i ° G ASSORTMEN 
72 in. per gro. Str 25 36 pair 36in 


Ste rere ne 


ar 


ene Be Gee os 


F ASSORTMENT CABINET 24 pair 45in.. as kgs D ASSORTMENT CABINET : 


48 pair 36in. cpr +» Ugg, 55 12 pair 54in 
24 pair 45 in. A oom t MENT CABINET 18 pair 36 in 


E ASSORTMENT CABINET 36 pair 36 in. 18 pair 40 in 
36 pair 36 in t $3. 18 pair 45 in.. ° 18 pair 45 in 
36 pair 45 in 18 pair 54 in 18 pair 54 in 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 















































































































































































































































To 
Retail Merchants To 
Retail Merchants 
A pair of Lynco Arch 


Cushions fitted will make 
a lifelong customer. 


If your jobber does not 
carry Lynco Foot Appli- 
ances in stock, write di- 
rect to us at the Boston 
office 


Lynco Sponge Rubber Foot Comfort Agee: 
ances are light, flexible and comfortable ; 
are scientifically correct 

have:no cumbersome metal parts to hurt the feet. . 
makes a perfect rest support for falling arches 
and tired muscles 

strengthen weakened muscles and ligaments 
and renew their vigor 

Sponge rubber base has the resiliency of an air 
cushion 

Nothing to get out of order. 


KLEISTONE RUBBER COMPANY Inc 


SALES DEPT. 11 HIGH ST. BOSTON, FACTORY: WARREN, R.I. 
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meg USA 

















| COLORED 

What Kind 
on SIDE LEATHERS 
Do They Make? Mel Brown Dark Brown 























C. D. Kepner Leather Company. 
137-139 South Street, Boston, Mass. 


First National Bank 


of Boston 





Transacts commercial banking 
business of every nature 





Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 
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Try Some 
Shoes 


and See. 
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DISPLAY FIXTURES 


Ic 


THE DECORATORS SUPPLY COMPANy 





ADAM PERIOD SHOE SET SWINGING BRACKET ATTACHNEAY: Lass a! 


io 
rasan eee} oe esfanstenfaslus nlm ab lanl eta tee Tate 
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© No. 211 Shoe Stands, 
1 No 244 Cord Frome tem W714 2 
1 Ne 711 Chasse Planeag st! 118, 504 
pA IO TTT Miprie CPP ee 
‘Thic wil he » window 9 feet wide by } (net deny 140.09 Oe ie HS 


ee 
JOCK ICICI a ee ec 


It contains illustra- 
tions, descriptions 
and prices of shoe 


} ; window accessories, 
Here S Your i z including back- 


b grounds, period up- 
COPY: Pa rights, plateaus, 

Tega easels, tables, 
stands, light brack- 
ets, pedestals, top 
boards, screens and 
dividers besides 
numerous highly at- 
tractive sample dis- 
play windows. 


A new catalog is just off the press. It 
is chuck full of the latest up-to-date 
fixtures, stands, easels, etc., for classy 
shoe store show windows. You are 
missing an opportunity by not having 
this catalog for ready reference. 


Send us a card today for YOUR COPY. 


—————————— = a as 


The Decorators Supply Co. 


Archer Avenue and Leo Streets 


CHICAGO, ILL. 
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Continuous 
Sales 
Building 


Like Tennyson’s immortal brook, Wiz- 
ard Lightfoot National Advertising “goes 
on forever.”” Thereisnolet up. Month 
by month throughout the year, and year 
by year, down the path-way of time— 
your customers are acquainted with the 
positive relief Wizards afford for foot 
troubles. 

In such media as the Saturday Evening Post 
and Ladies Home Journal, the sales building 
influence of Wizard advertising works steadily 
persistently and ceaselessly for you to make 
the Wizard line in your store a creator of shoe 
business that builds the volume of your yearly 
turnover up to new levels. 

The cumulative effect is tremendous and its 
value to you almost immeasurable. 

Let us lay before you the facts and figures 
proving the advantages to you as a shoe 
dealer of handling Wizard Lightfoot Appli- 
ances—and the sales influence you gain by 
permitting us to train (without cost to you) 
one or more of your salesforce to be foot 
experts. 

Write us today. The evidence is ready for 
you—and it is good business to get it and get 
it now. 


WIZARD LIGHTFOOT APPLIANCE CO. 
1764 Locust St. St. Louis, Mo. 
965 Marbridge Bldg., New York City, N. Y. 


European Headquarters 
Central Chambers, South Castle Street 
Liverpool, England ; 
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“For men may come 

and men may go, 

But I go on forever.” 
—Tennyson. 
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Holiday Sales of Findings 


A Renewed Interest in Footwear Accessories for Profit and Turnover 


URING the past four years the greater effort 

D has been put into the sale of high priced foot- 

wear and therefore findings departments have 

had secondary attention. There was a time when the 

findings department was right in the front of the store 

and the rule was for the salesman at the fitting stool 
to make at least one findings sale per customer. 

The prosperity year hit the store and the clink of 
the cash register was usually $10 and up. The clerk 
figured his time as being of more value in the sale of 
footwear than of findings. He was right in this, for 
the majority of stores, being under-manned, found 
use for his services in shoe fitting from early morn 
until the closing hour. Before long the findings depart- 
ment traveled to the back of the store because the cost 
of selling by floor salesmen was too great. 

The selling of findings should return, not only in 
location, to the front of the store, but to the first in- 
terest it had several years ago. The merchant then 
looked upon his findings department as the quickest 
division of his store for turnover. In a cash and credit 
store, the return of money from the findings depart- 
ment after an energetic day’s sale oftentimes was 
greater than that in the footwear department. This 
was due to the fact that so many pairs of shoes was 


Findings make excellent Christmas gifts. Chief 
among these are hosiery and buckles, and although the 
popularity of the hosiery department as a money maker 
is emphasized by the fact that the number of hosiery 
stores and departments throughout the city has in- 
creased during the past few years 100 per cent, it’ is 
at Christmas time that big sales in these departments 
make quick profits for the shoe merchant. Clever 
merchandisers are now in the market planning their 
holiday stocks and have a very definite idea as to how 
they will buy. 

A survey of prominent Boston shoe stores was made 
the past week to ascertain what sells in hosiery and 
other findings for the holiday trade. The first call was 
made at the Walk-Over Shop, 170 Tremont Street, 
where Miss Isabel D. Waugh has for the past 12 years 
acted as buyer and manager. 


Black Silk Big Seller 


“Black silk hosiery is the big seller for the holidays,” 
said Miss Waugh. “And by the way, men are the 
heaviest purchasers, not particularly for themselves, 
but for their women folks. The price is no object; they 
want_the best and are willing to pay for the best. In 


Increased Variety in Findings 


placed on the books as “‘charged’’ whereas the small 
items were paid in cash. 

The selling of findings by a special salesgirl is the 
most practical method possible. She has an interest 
in a “full book” each day and does all that she can to 
interest the customer in the hundred items now listed 
in her department. Once the total stock of a findings 
department consisted of two or three types of dressings, 
an assortment of laces in lengths and widths, a few 
shoe trees, several gift shoe horns, and button hooks, 
and hardly anything else. Today it is not uncommon 
to find a well-stocked findings department inventory- 
ing $50,000. One such department in New York in a 
space 10x10 contains nearly $100,000 worth of foot- 
wear accessories, and the turnover is better than six 
times. Such a findings department figures large in the 
profit earnings of that shoe store. 

A store having the policy of cross reference, so that 
the clerk had some inducement to suggest a proper 
polish, a trim buckle, or a heel grip, is that type of a 
store wherein the entire personnel is trained on foot- 
wear service. There are so many needs outside of the 
footwear itself that should be satisfied in the proper 
shoe store that the findings department should stand 
out as a material asset in the next 12 weeks. 





former years, our popular seller has been a high-grade 
black silk stocking, put up in a fancy box containing 
three to six pairs. 


Silk Hosiery Not Luxury 

“A good argument in favor of silk hose is its dur- 
ability and usefulness. It can no longer be considered 
as a luxury—rather does it come under the heading of 
necessities, especially with short skirts and pumps. 

“I would state that high-grade black silk hosiery 
forms 60 per cent of our Christmas sales, the remaining 
40 per cent being made up of novelties in silks, clocked 
and embroidered effects; heather hose in the popular 
colors of Cordovan and blue, brown and blue, brown 
and gold, and other combinations, and lisle effects. 
Of the 40 per cent, 25 per cent would be on heathers. 


Heather Hose Popular 

“Our hosiery business for Christmas, 1919, was the 
largest in our history. Besides the grades above men- 
tioned, we sold some cottons, although since the war 
our stock has not included heavy cottons or cashmeres 
to a great extent, as it has been almost impossible to 
obtain them, therefore, the heather hose has come into 
added prominence. 
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Stillish Spats 


Sounding the key-note of 
Style but always closely 
harmonized with Just Price 


and True Quality. 


William Greilich&Sons 
Factory and Sales Of Fices 
Brooklyn, N.v. 
New York Office and Show hoom, 
Mar bridge Bldg,47W.241h St 
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‘Some very beautiful novelties in woolens, lisles and 





get some hosiery from Germany in the full fashioned, 
very fine silk lisles, which give excellent service. These 
are no longer marked “Made in Germany,” but are 
labeled “Saxony,” and many people think that this 
means that they are made from Saxony yarn. 

“In colored silk effects, besides black and white, there 
are Cordovan, navy, silver and gold for evening slippers, 
with the ever popular pastel shades. 

‘And let me tell you that when our Christmas trade’ 
is over, our stock of silk hosiery is very much depleted. 











Distribute Findings Stock 


“I believe that the hosiery and buckle Christmas 
stock should be on sale in parts of the store other 



















































There are many types of adjustment—the button 

is general but the buckle is an interesting innovation. 

Here are three new buckles—a gold harness, a slip 

buckle that works like a belt clasp and a clutch buck- 
le with teeth to hold the strap. 











than the findings department. People no longer come 
in and ask for an article. They come in to shop, and 
when a line of hosiery or other findings merchandise 
prominently looms up before them in some part of the 
store outside of the regular department, it looks good to 
them—this merchandise is announced by a suggestion 
as to its desirability for a Christmas gift. The shopper 
says, ‘I will adopt this suggestion,’ and picks out one 
pair, maybe more, of stockings or buckles. 












Fitting for Slender Feet 


“In Christmas shopping, as at other times, a great 
many women know just what size they wear, but there 
are many who never know what size is needed. Some 








cottons come from England, and we are beginning to - 





—smooth fitting linings, et cetera. 
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women will hesitate and say, ‘I think about a 9 or 914.’ 
It is then necessary to ask the woman what size’ and 
width shoe she wears. A slender foot with little toes and 
small heels can be fitted to a smaller size stocking than a 
wider foot. For instance, one of my customers wears a 
41% B shoe, but she has a very narrow foot; her size ina 
stocking is 814. 


Combination Displays Desirable 


“Hosiery, buckles and shoes should all be displayed to- 
gether. For instance, a pair of one strap pumps in the 
new shade of brown, can be further made beautiful with 
a neat little bronze buckle placed at the instep and be- 
side them a pair of brown silk stockings to match. A 
well lighted black and white case of shoes and hosiery, 
sparkling with rhinestone or cut steel buckles is very 
effective and brings trade at Christmas time; snow ef- 
fects make a pretty floor or draping for a findings case. 


Demand for Mules and Boudoirs 


“Mules and boudoirs make good holiday gifts and 
are much sought after in the various dainty patterns. I 
should say that a findings department could sell prac- 
tically all of the dainty, well finished creations in this 
line that it might buy. I find that the demand is very 
great, but people are particular as to the workmanship 


Rhinestone Buckles Popular Gifts 


Rhinestone buckles are the most popular Christmas 
gift sellers, with cut steel a close second; the diminutive 
varieties are very attractive. 


African Brown Popular Color 


“Other findings departments visited anticipate selling 
a large amount of black silk hosiery as holiday gifts. 
The new shade of African is also very popular and com- 
bines well with the African brown satin pumps, trimmed 
with bronze or rhinestone buckles. 

“The survey made revealed an anticipated Christmas 
gift sale of 75 per cent on silk hosiery in plain and fancy 
effects, the remaining 25 per cent being on the very 
popular wools, which are particularly good with the 
brogue and plain oxford effects. Some-pretty models in 
golf hose, now prominently displayed, and which will be 
sold in large numbers for Christmas gifts, are shown in 
the soft wools, gray and white, and gray and lavender 
effects. 

“Buckles will be popular gifts in the rhinestone effects. 


Spats and Boot Tops Good 


‘And spats and boot tops, these will likewise be sold 
in big quantities, for the holidays. Fawn will be a popular 
color for both men and women. In women’s spats and 
boot tops, a 9 or 10-button style will be good; in men’s 
a four-button. Beaver and gray will also be popular, and 
will be worn all- Winter with the-brogue and oxford 
effects.” 
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Canter of the United ndustrial 
A NEW YORK CITY ae sold ‘70 
cent of its early Fall shipment 
of Marion Shoes the mn tee days 
they were in the store. 








Mahogany 






A. FOOTNOTE on a rush stock order Calf Bal. 
the other day said that one clerk Bayonet 
who liked Marion Shoes especially well Wi Heel 
had sold every pair from the shelves ingfoot Hee 
the previous Saturday. F A to D 

Sp alien week a Marion salesman called 
merchants 
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HIS Summer the Marion. factory has operated more - 
steadily than probably ariy other shoe factory in the 
United States. Our early Fall shipments were com- 

pleted last week. This week we are cutting new orders just 
taken. And all of our shoes have been sold at regular prices! 


What has made it possible? The Marion combination of 
Western Quality and Eastern Style—the making of shoes 


with more wear, more style, better fitting features and attrac- 
tive prices—has done it. Just Merit, nothing else, has given 
Marion Shoes such a reputation! © 


MARION SAOE CO, 
Marion,ind. 


WESTERN QUALITY AND EASTERN STYLE 
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Sorting and packing Vulco-Unit Box Toes for shipment 


STRENGTH 
and SERVICE 


The ability of the Vulco-Unit Box Toe to resist the deteriorating effect of 
perspiration is due to the chemical composition of Vulco-Unit material. 
Longer life in the box toe means longer life for the shoe. 


MSUNIT 
BOX®@! TOE 


Apparatus, Process and *- Products Patented 


Sold only by 


BECKWITH MANUFACTURING CO. 
108 Lincoln Street, Boston, Mass. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohio. 
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Showing correct breasting angle. 


Ordinary 
Rubber 


Heel 
Showing poor trim of breast. 


SPRING STEP STYLE 


The receding breast of the SPRING STEP Heel— 
shown in the first illustration—is a real innovation | 
in rubber heel making. 

Shoes carrying these heels have that stylish,”"popu- 
lar, receding breast trim, customary on all leather 
heels. Other rubber heels cannot be breasted in 

this way but require the unattractive vertical or 

“plug” trim. 











The First Pair of SKILD@CRAFT Shoes 


Manufactured by the BARNEY, 
CAPEN & DENHAM CO. carry 


SPRING STEP Rubber Heels, of course 


In fact the best of everything in design, material and workmanship goes into 
this line of shoes. 


Our LASTS and PATTERNS are the result of careful study and selection. 
They are stylish, exceptionally fine fitting and cover the entire range neces- 


sary for a full balanced line. 


We CUT nothing but STANDARD LEATHER TANNAGES of proved 
merit and all other materials entering into SKILDCRAFT Shoes are of 


recognized high quality. 

Our WORKMANSHIP is of the best Brockton standard, under the super- 
vision of an organization, assembled after a full year of painstaking investi- 
gation and selection. 

We occupy a new mill-constructed building that gives ideal factory conditions 
for the finest shoemaking. 

Let us show you the line and explain the proposition. A postal will bring 
our salesman. 


Have YOUR shoes SPRING STEP heeled. 


SPRING 


-STEP 





In Stock Styles 
carrying 
SPRING STEP Heels 


No. 292 
Full grain Russia Calf Bal, ADEL- 
PHIA LAST, Heavy “Rock Oak” Out- 
sole, Heavy Grain Av 8 Oz. Army 
Duck Lining, Leather Counter, Felt 
Lined Tongue. 
Regular sizes and widths, 


Price $7.25 


No. 392 
P & V_No. 15 Coco Side Bal, ADEL- 
PHIA LAST, Heavy “Rock Oak” Out- 
sole, Heavy Grain Insole, 8 Oz. Army 
Duck Lining, Spaulding Counter, Felt 
Lined Tongue. 
Regular sizes and widths. 


Price $6.45 


No. 492 
Northwestern No. 41 Coco Side’ Bal, 
ADELPHIA LAST, good Leather Out- 
sole and Insole Nicely Trimmed—a 
Good Shoe. Spaulding Counter. _. 
Regular sizes and widths. 


Price $5.40 


Terms: 5 per cent 10 days. 
30 days Net. 


- Barney, Capen & Denham Company 


BROCKTON, MASS. 
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DEPENDABILITY 


The lines represented by these trade 
marks are dependable, because they 
are made in modern factories operated 
through progressive policies by the 





hands of satisfied labor. 


The second, and in many instances 
the third generations of the same fami- 
lies are employed in the same factories, 
as were their forebearers, making for 
the most skilled artisans. 


THE SCHEIFFELE 

SHOE MFG. CO Your profits are assured with Cin- he ZB. Sullivan Co. 

innati-made shoes. PRETTY 
CHILDRENS & GROWING : +“ “gga 
GIRLS SHOES WOMEN 

The Julian & Kokenge Co. The Scheiffele Shoe Mfg. Co. 
The Krippendorf-Dittmann Co. The Duttenhofer-Stevens Co. 
Val Duttenhofer Sons Co. The Sam B. Wolf Shoe Co. 
The Holters Co. The Charles Meis Shoe Co. 
The Helming-McKenzie Co. Helmers Bettman & Co. 


The P. Sullivan Co. The Homan-Hughes Co. 
Manss Owens Shoe Co. The Sachs Shoe Mfg. Co. 
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HELMERS BETTMANN 
&co 




























































































ROOKWOOD POTTERY 



























highest 
money. 








The MAID of HONOR line of ladies’ footwear is made in the 
most modern factory, equipped with the very latest in automatic 
machinery installed for the production of the highest class of shoemak- 
ing, which makes possible the minimizing of cost and securing the 


THE DUTTENHOFER-STEVENS CO. 





Master Shoemakers 


1044-inch Wave Top Lace 
Boot, 18-8 Louis, or 14-8 
Cuban Covered or Leath- 
er Heel, in Black, Chip- 
pendale Brown, Blue, 
Aluminum Gray or Camel 
Kid. Black, Blue or 
Brown Suede. 


grade results at ‘the most economical expenditure of time and 


Our salesmen are now in their respective territories. 


“Master Shoemakers”* 
CINCINNATI, OHIO 
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Makes a Striking Combination Show 





Permits a perfect matching scheme for 
footwear—an added incentive to in- 
crease sales. Shoe shops that are 
now selling hosiery find — this 
combination stand gives un- 
usual service. No. 424C 
shoe stand with rest, and 
hosiery attachment 
No. 165H. 














J. R. PALMENBERG’S SONS, INC. 
63-65 W. 36th St., New York 


Boston Chicago Baltimore 
26 Kingston St. 204 W. Jackson Blvd. 108 W. Baltimore St. 
























































. GRIFFIN 
ys GRIFFIN “Jn-Er-Tube” 
| tb LEE 66 99 
mT RAPID”’  BLAcK ‘oa Y 
f BLACK SHOE . 
{ enna — 
A quick dye that dyes to CREAM In white, black, light tan, 
. a jet black any color Polishes easy, requires no arg ages yo gn 
' ’ leather. Leaves no dis- liquid, keeps indefinitely, Cleans, softens and polishes 
agreeable odor. 30z.s8ize, remains soft to the last. se Siecle debi Tt te 
i Ad Hoes $22.30, per Per gross, $15.00 grep: Pon cold cream 
i errs Per doz., $1.30 3 oz. Size, $21.00 per Gross, 
$1.80 per Doz. 
GRIFFIN MANUFACTURING CcoO., Ine. 
67-69 MURRAY STREET - - NEW YORK, U.S. A. 
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STOCK NO. 180, COMMODORE LAST, Mahogany’ calfskin 
bat, folded tip, blind eyelets, lined tongue, leather?facings, 
Channel welt sole, 934! Iron, ieather insole, WidthsjB,§C, D.t 


IN STOCK FOR QUICK SHIPMENT.. 








You get real values this sea- 
son in this line of men’s Good- 
year welt dress shoes. 

Popular lasts that have 
been standardized—improved 
patterns that have been’stand- 
ardized—an in-stock depart- 
ment that also has been stand- 
ardized—these account for 
the exceptional values that 
our salesmen are offering to 
the trade. 

Ask us to send our salesman 
to see you. 


New illustrated price list will be 
mailed upon request. 


NASHVILLE, TENN. 


J. W. CARTER & CO. 


Specialty Manufacturers of Men’s Welt Dress Shoes 
SALESROOM: 833 W. CHICAGO AVE., CHICAGO, ILL. 
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PULLERS 





Add to your total sales profit with ‘“‘Companion”’ Felt 
Slippers. 


They are not only excellent trade builders in themselves but _ 
make good “‘companion” sales for your other merchandise. 


SEND FOR SAMPLES OR ASK YOUR JOBBER 


REPUBLIC FELT SHOE CORP. 


899 KENT AVE., BROOKLYN, N. Y. 
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RUSSELL’S ‘“NEVER-LEAK”’ 


The Boot that Hits the True Sports- 
man and QOutdoor-man Just Right 
IGHT-WEIGHT, comfortable and as water repellent as 


leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’? SEAMS 


are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair 
—their confidence is earned by the actual service the boots 


render in the “going.” 


Catalog and merchants’ price list yours for the asking 


W. C. RUSSELL MOCCASIN CO. 


BERLIN WISCONSIN 
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MOORE-/HAFED’ 
“JAHOE °’ MFG °CO° 
BROCKPORT. N. Y. UL4A. 


NEW YORK OFFICE: 608 MARBRIDGE BLDG. BROADWAY AT 341 ST. 
JACK. &. JESTER, MGR 
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ACORN 
SOLE LEATHER 


It is a pleasure to cut good leather. 
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Our Acorn Brand Sole Leather answers every re- 
quirement of sole leather for the findings trade. 


Bends Backs Strips 
Jumbo-Blocks Toplifts 
Butts Bellies Shoulders Heads 


KULLMAN, SALZ 


Tanners of Real Leather 





220 W. Lake St. 


Wells Fargo Bldg. 
Chicago 


82 Fulton St. 
San Francisco 


New York 


AAA 


Walking Heel Oxfords 


IN STOCK 


For Fall, we have in stock four salable 
styles of Walking Heel Oxfords ready for 
immediate shipment. 


DULL 
BLACK 
CALF 

222 LAST 
14-8 HEEL 
IMITATION 
TIP 






POVNYUIEUEUAUAHAAIAI 





No. 457 shown herewith—Dull black calf, 222 last, 
No. 457 — $5.85 14-8 heel, imitation tipo... 0cc ccc. cece eee cece son DBD 


No. 446—Black glazed No.455 Havana brown kid, 
kid, 205 last, 14-8 heel, 205 last, 14-8 heel, imita- 
imitation tip ion ti $6.65 
No. 456—Dark brown calf, No. 457—Dull black calf, 
205 last, 14-8 heel, imita- 222 last, 14-8 heel, aos 


Dae 


Terms—Net 30 days | mu 
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Terms Net 30 Days 


C. P. FORD & CO., Inc., Rochester, N. Y. 


| NEW YORK OFFICE, 127 DUANE ST. E. H. TALBOT and JACK GALWAY 
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DESIGN 


This season the smart kid 
boot with cut-out top pat- 
tern as shown, has passed 
the most exacting style 
tests. Designed to har- 
monize with Fall and Win- 
ter garments, it appeals to 
women whose requirements 
are a bit out of the ordinary. 


This shoe is typical of the 
A-G-L line of stylish, flexi- 
ble boots and low cuts for 
women. 


FERNCROFT 
LAST 


18-8 Heel; Imitation 
Tip, Cut Out Pattern 
showing hosiery. In 
Midnight Blue, Black 
and Brown Kid. 
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HAGERSTOWN 
IN STOCK 


STITCHDOWN BOOTS-ROMEOS-SCOUTS 
5-8 84-11 114-2 2%-6 6-11 
1256 —Black Elk Scout......... $2.15 
1256H—Black Elk Scout, heel.... 
1266 —Mahogany Elk Scout.... 2.15 
1266H—Mahogany 
heel 2.65 3.25 3.85 


$2.65 $3.25 $3.85 


40 
i 2.90 


2.90 


320 —Tan fais Button.. 
320H—Tan Lotus Button, heel. - 
235 —Tan Lotus Blucher...... 
235H—Tan Lotus Blucher, heel. . 
245 —Black Calf Blucher...... 
245H—Black Calf Blucher, heel.. 
285 —Smoke Blucher.......... 
285H—Smoke Blucher, heel... .. 
385 —Smoke Button.......... 
300 a 
3800H—Black Kid Button, heel. . 
302 —Patent Button.......... 
302H—Patent Button, heel...... 
301 —Gun Metal Button....... 
301H—Gun Metal Button, heel.. 
265 —Mahogany Elk Blucher. . 
265H— Mahogany Elk Blu., heel 


McKAY BOOTS 
5-8 8%-l1l 11-2 24-8 
311 —Gun Metal Button, wedge.......$2.00 $2.35 
311H—Gun Metal Button, heel......... 2.35 $2.75 
313 —Patent Button, wedge.......... 5 2.75 
313H—Patent Button, heel............ 2.75 3.15 
410 —Gun Metal Polish, Medium _. ia 


ut, —- ERAS 


pedeccedccccccccecce 2.45 


3.15 
3.15 3.95 


1414H—Brown Polish, Medium High Cut, 
heel, English toe heseatebeeen 


Hagerstown Shoe & Legging Co. 
Hagerstown, Maryland, U.S.A. | 


Shoes 
That 
Stay 


THE 





Sold 


Shoes that come back hurt the Retailer. Shoes that 
STAY SOLD not only sell themselves, but build up 
good will in the Community. 

ae S SHOES stay sold because Age! are built 
ri They are not shoddy or makeshift. They are 

— 2 built today as in the days of the{ Hand Shoemakers. 

Honest shoes made honestly for fifty years will help your business. 

There’s a Dayton Salesman near you. Write or wire us to have 
him call. 

For Instance: 

Stock No. 719—Lotus 
Army Blucher. Heavy Oak 
Bottom, Goodyear Welt, 
Bellows Tongue, Munson 
Last. 


3.E. DAYTON ©. 


WILLIAMS- 
PORT, PA. 



































WHEN YOU ORDER 


SPATS 


“Be sure they are 
Trufits’’ for your 
own satisfaction. 


Trufit Spats 


Are what their name implies. 
True fitting, well made and in 
a wide range of styles. 


Style tendency and 
economy will both 
stimulate Over gaiter 
sales for Fall. Better 
be prepared with the 
needed stocks. 


ALL SHADES, IN BOX CLOTH AND FELT 
Write for prices and details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 
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amt A Shoe Merchant OSUADCHE SU000GUNEANCSURHLLOCOUNUNUCOS NOUUOEENLENE FALUEEEREENEDS OUCDOOEBEECSUNSUOOOORESICOONOTOOOOIUIC OOHRS 
in Wisconsin 


increased his business 100% through 
attractive window displays! 





He got his ideas from FRANK TAYLOR’S 


SHOE WINDOW DISPLAY BOOK 


Every shoe display man needs this book. It is packed from cover to 
cover with valuable suggestions. It tells everything about trimming 
shoe w:ndows and is profusely illustrated. Size 9x12, lettered in gold. 


Price $2.75 
You FRANK P. TAYLOR Your Display Man 


weil: thls eek 381 Washington Street nnade iis: teams 
Boston (9), Mass. 


MMe MUN eM ee MIU e Mle mlluuneniiiuiienlunilielluniiiemnniiiienlnuiinienluuunlen lt hs 
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Never in the history of the 
shoe trade has anything of 
the kind proved so prac- 
tical, desirable and depend- 
able. Thousands of pairs 
are in use and the call for 
them continues. Get your 
money out of ornaments 
the “Dalco” way. 


SHOE MANUFAC 
-TURERS seeking the 
most efficient means of at- 
taching shoe ornaments 
will profit most by exclu- 
sive use of the. “Dalco” 
Device. 


SHOE MERCHANTS 
looking for an EASY way 
of stimulating sales of shoe 
ornaments will find it in 
the “Dalco”’ Device. 


Write for samples, prices 
and terms. 


Patented Feb. 23, 1913 


| Dalrymple-Pulsifer Company 
| Makers of Shoe Ornaments for World Trade 
Haverhill, Mass. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


124 Main 
306 Broad 
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BROGUES—OH! BOY—SUCH BROGUES 


YOUR ORDER IN NOW MEANS YOUR ORDER 
OUT IN TIME FOR FALL BUSINESS 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 

Brogue Ox. Rawhide Slip Stock No. 679—Regent Last. Brown Cordovan 
Sole. Hew Ox. Nene ee Sizes and Widths: AA, 7 to 11; 
Stock No. 693—Brown to 11; C, D, 5 to 11. 

Cordovan Ox. Rawhide 

Slip Sole. Sizes and 

Widths: AA, 7 to 11; A, 

B,6to11;C, D,5to 1l. 


Stock No. 524—Brogue Last. Gallun’s 4 Norwegian 
Brogue Bal. Rawhide Slip Sole. 

Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
A, B, 6 to 11; C, D, 5 to 11. 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


@ BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
PERS RSS RPP RBBB RRR RRR RPeeeeee ee eee 
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\ AND YOUNG LADIES y, PROFITABLE SALES 
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Tan Vamp with 
Gray Kid Top 
392 1-2 and 3-8 $3.15 


Also made in other 
pleasing combina- 
tions 


pg — HERE’S THE LINE THAT 


Black Vict Vamp WILL BRING THEM 


with Gray Kid Top 
of several 
combinations) 


Over 300 styles of as nearly perfect shoes as 
you ever saw—TURNS and WELTS. 


They always delight the mother, especially 
during school days. 


Manufactured in Brooklyn and carried 
IN STOCK 





POSNER 
v HOSIERY > 


“As Good - te =e 
Completing -the Service e 
Catalogues ities Render” . 





Send for 





A Splendid Line of Hosiery. A 

Feature and Business-Builder for 

Your Store. — of Unique 
es 















































DR. A. POSNER, SHOES, Inc. 


140 West Broadway, NEW YORK CITY, N. Y. 
Factory: Roebling and Hope Streets, Brooklyn, N. Y. 
Chicago Office: Lees Building (19 So. Wells), Room 503 


Trade Mark 





—— See 
—— — 

















RT 


Tier 


‘ 


Haag? AP 


SULAVUPESUTUITTVRALUO ANN 


<7, 
~ we. 


IRAGE 


‘ 
| 


aT) 


WEEE ELS 


a 


p's 


MENGE Sait enn " 


ig 
—— 


BOOT AND SHOE RECORDER Sept. 25, 192) 





lilly 
b \ 


z 
"Oh MS 


SS 
= 
SS 
> 

i 


‘ \ 
. Mag SS 


NOT, 
Wt 4S WZZZZ MN ht: 
o WY 


IN STOCK 


“CRAWFORD” OR UNBRANDED 


B-544 


Our “Carlton’ last. Havana Brown Kid. 12 Iron 
Sole. Goodyear “Wingfoot” Heel. Widths AA to D. 


PRICE $10.25 


When ordering specify Branded or Unbranded. 


CHARLES A. EATON COMPANY 


“THE STERLING SHOEMAKERS OF NEW ENGLAND” 


BROCKTON, MASS. 


BOSTON: 183 Essex St. ATLANTA: 238 Peachtree Arcade 
NEW YORK: 127 Duane St. DETROIT: 461 Book Bldg. 




















SS Gq 


Sept. 25, 1920 - BOOT AND SHOE RECORDER 109 
ERY; 





(RARA 


ONE OF BERRY’S 


Staple as Steel 
Styles 


FOR AT-ONCE SHIPMENT 


ee 
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1%-INCH CUBAN HEEL 
NOW IN-STOCK 


LARGE ANKLE 
BLACK KID POLISH 


C,D AND E 
74 LAST 
PRICE 
GOODYEAR WELT 
8-INCH TOP $6.50 





No. 4134 


EVANGELINE Welts for Women 





















































FAMOUS DAVIS = 
NEW PROCESS = 

Crumbs of Comfort A FLEXIBLE gx 
(Reg. U. S. Pat. Off.) War 
CUSHION SOLE i 

IMPROVED CUSHION SOLE 3 

SHOES SHOES, DR. A. REED, PAT- McKAY i 
ENTEE, 1900, 1901. THIS IS K 


R 


NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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“WELCOME” | Ribbons 


‘The Reduction in Prices” 


The long looked for “‘drop’’ in prices has come and like ourselves, we know you 
will welcome them. 


ROUND TUBULAR OXFORD 


Pat. 225—Metal Tip. Pat. 440—Metal Tip. Pat. 2361—1 inch Fabric Tip 
Pat. 684—Fabric Tip. Pat. 580—} inch Fairy Tip 


Laces 


The above are a few of our “‘Leaders’’ in laces—other styles in Fabric 
and Metal Tip—All Colors and Lengths. 


In Stock for Immediate Delivery 

SEND FOR OUR REVISED PRICE LIST ON LACES AND RIBBONS 

| : sai 

MIDNIGHT BLUE 
The new shade being used extensively. Now ready in Ribbon and Ribbon 
Laces in Gros Grain and Double Faced Satin. 
Widths 5¢ inch, | inch, 114 inch 
Sold by the roll or tipped to order only—any length desired 


CHANDLER'S SHOE NOVELTIES 


C. A. BROWNING CO. 


(Sole Agents) 


30 Franklin St. Boston, Mass 
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IN STOCK 


FOR IMMEDIATE DELIVERY 


No. 421 No. 423 


Fine Black Satin Oxford Fine Black Satin Colonial 


(Illustrated) Ornamented with richly beaded buckle. 
Heavy turn sole, full Louis heel, widths 7 turn sole, full Louis heel, widths A 
and B. 


AAA-AA-A., B, C. D. 
Price $4.00 Price $4.50 


No. 422 SPECIAL VALUES 


Black Kid Oxford 
wat mica wierd ait Samples Sen Upon Request 
Price $4.00 Terms: Net 30 Days 


- 


ELLIS EDDY COMPANY 


Shoemakers 
Haverhill “ Mass. 
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SNAP IN A STRAIGHT LAST 


RACINE SHOE MFG. CO 


STRAIGHT last means conservatism. It is the choice 

of men who seek comfort and dignity. Yet a straight 
last does not necessarily mean a shoe without lines; devoid of 
all style. 


For example, we reproduce our Style 19 Last. It’s the last 
word in a straight last shoe. There’s a gradual swerve to the 
bottom that lifts it from the ordinary cut-and-dried 
straight last. It’s a shoe that will appeal to the man who 
wants style with his comfort. 


' We are making it up in the best grades of Havana Kid, 
Mahogany Calf and Black Vici. We'll be glad to send 
samples. 


RACINE SHOE MANUFACTURING CO. 


RACINE 


Medium priced dress shoes for men 


- - - WISCONSIN 
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"MEN AND NINE FOR WOMEN - 
—=IN STOCK=— 


“Glove Grip” shoes for men and women ‘tion to Buyer and wearer. Sales are 

are markedly different shoes. Features certain. Profits are sure. 

which make “Glove Grip” shoes different “King prell phasa. bavk all he 
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FALL TRADE FAIR 


Customers, However, Still In- 
terested in Price 


Fall trade is opening in a satisfactory 
manner, although the public does not 
seem to want shoe dealers to forget that 
the aversion to high prices still remains, 
or that the public mind is very retentive 
in regard to the wholesale disposition 
of surplus stocks at slashed prices dur- 
ing the last four or five months. The 
trade finds itself confronted by unusual 
obstacles in getting under way in the 
new season. A year ago conditions 
were vastly different, for the public 
purse was wide open and the popular 
demand was for the best the market 
affords, regardless of price. 

Notwithstanding the hesitancy which 
the average woman manifests in regard 
to purchasing the new goods, it is true 
that the Fall styles now being shown in 
all display windows have a strong ap- 
peal Human nature never changes 
and business is coming slowly but surely, 
for the well-dressed will not be denied 
the privilege of wearing the latest 
styles. The men are coming into the 
market, too, although they are some- 
what slower to give evidence of their 
interest than the women. 


Boots Seldom Seen 


So far, high shoes are a rarity on the 
streets, for the weather has been Sum- 
mery. Autumn began officially this 
week, and seasonable weather is soon 
0 be expected. Shoe dealers are con- 
ident that this will bring about the 
desired revival in business. The man- 
ner in which business is already going 
forward removes any source of real 
complaint, and the general attitude of 
Milwaukee merchants is one of en- 

ouragement. 

Considerable help has been given the 
trade by the annual Fall Style Show 
given during the week of September 12 

018 at the Alhambra theater. It had 
been expected thay the retail merchants 


Milwaukee 


of the city might get together and con- 
duct a Style Week along the lines that 
worked out with notable success last 
Spring, but due to conditions, the proj- 
ect got no further than the talking 
stage. Consequently the Alhambra’s 
effort stood out with unusual strength. 
Living models were presented every 
afternoon and evening, gowns and wraps 
being furnished by Gerretson’s and 
shoes by Stover, with Phoenix hosiery 
adding the final touch. 


Children’s Style Show 


While the Alhambra was staging a 
style show for the older folks, the New 
Strand theater, with the co-operation 
of Jane’s Juvenile Shop, 422 Jefferson 
Street, introduced a decided novelty in 
the form of a Juvenile Revue. Six child 


models were used to show exclusive — 


toggery for the little miss. The shoes 
and hosiery were furnished by Brouwer. 
Like the Alhambra show, the Juvenile 
Revue attracted a large and interested 
patronage, and in shoes as well as gar- 
ments many suggestions were given 
which undoubtedly will have a salutary 
effect upon business from this time 
forward. 


More Family Shoe Stores 


The tendency of retail shoe stores to 
handle general lines instead of .special- 
izing in men’s or women’s shoes is be- 
coming more and more noticeable in 
Milwaukee and some other large cities 
in Wisconsin. During the week the 
Meyer Shoe Stores, at 112 Grand 
Avenue, Milwaukee, heretofore an ex- 
clusively men’s store, entered the ranks 
of general stores by opening a complete 
women’s shoe department. At She- 
boygan, Wis., the L. L. Imig Boot Shop, 
since its establishment two years ago 
an exclusively ladies’ store, announced 
that it has opened a men’s department. 
As a companion to the Julia Marlowe 
line which Mr. Imig has been featuring, 
the Nunn-Bush line has been selected 
as the principal offering for men. 


Manager Opens Own Store 


Some interesting changes in the retail 
shoe trade at LaCrosse, Wis., came to 
note in the past week. E. A. Rice, for 
several years manager of the shoe, trunk 
and bag and boys’ clothing department 
of the Wm. Doerflinger Company, the 
largest department store in the city, 
resigned to open a store of his own. 
He wi!l handle men’s and boys’ shoes 
exclusively, and will open within a week 
or ten days in newly furnished quarters 
in the Rivoli Theater building. He is a 
shoe man of wide experience, having 
been connected with the Walk-Over 
Boot Shop, the Fred Heil Shoe Com- 
pany and the Arenz Shoe Company 
before joining the Doerflinger organiza- 
tion. L. F. Gautsch, a prominent figure 
in the LaCrosse and Western Wisconsin 
shoe trade, takes the position vacated 
by Mr. Rice. Mr. Gautsch had several 
years’ experience on State Street in 
Chicago, returning to LaCrosse some 
time ago to join the Arenz Shoe Com- 
pany. The Doerflinger department 
deals in ladies’, misses’ and children’s 
footwear exclusively. 


New Store to Open 

E. J. Klug of Portage, Wis., has en- 
larged his retail shoe organization and 
will henceforth conduct it as the Klug 
Shoe Company. The old store con- 
ducted for 18 years in the Gerstenkorn 
block has been closed, and the new com- 
pany is opening in entirely new quar- 
ters in the Lueck block. Paul Luek, 
another of the younger and aggressive 
business men of Portage, is now as- 
sociated with Mr. Klug. 


Curios in Shoe Window 

A remarkable and interesting col- 
lection, consisting of Indian relics and 
curios, is attracting much attention in 
the display windows of the J. P. Hamer- 
la shoe store at 1211 North Eighth 
Street in Sheboygan, Wis. The relies 
recall the early days of Sheboygan, 
from the time it was an Indian village. 
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Where to Buy 


Women’s Shoes 



























PHILLIPS-CRAM °°". 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 


CCRC Eteeteeeseeeeees: 








E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Fectery, 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Me Patent $4.75 
Samein Brown. ...+.-++-:+-: 5. 00 
Sizes 3 to 8—B Wide 
Terms 2% 10 Days 





COMFORT SHOES 


Black Cab Turn Julietts, 
Rubber Heei, $1.85 
Same in One Strap Sandals, $1. 80. 
Terms: 2% 10 days 


BARNETT SHOE CO. 





110-112 Summer St. Boston, Mass. 








WHITES THAT ARE WINNERS 


Midi! 
HARTMAN. SHOE COMPANY 


mM 








COLLINS & STAPLES 
Makers of 

HAND TURNED LOW CUTS 
Straps, Pumps and ‘ 


Ties in Black Satin 
and All Leathers. 


Factory, 118 Phoenix Re 
Haverhill, Mass. 








Bostoa Office 
110 Lincoln St. 








SIXTY STYLES OF 
COMFORT SHOES 
IN STOCK 


Juliets, Oxfords, Bals, | eee, Sandals, etc., 
women’s Flexible Wel and warm lined 
shoes, men’s 

TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 








DO YOU KNOW? 


“that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 














New Chamber of Commerce Starts 


The newly organized Chamber of 
Commerce of Watertown, Wis., has 
perfected its organization and is now a 
working body. G. H. Lehrkind is 
president; W. H. Woodward, vice- 
president, and Max Rohr, treasurer. 
Lee I. Yorkson, a newspaper man and 
formerly secretary of the Waupaca, 
Wis., Commercial Club, has accepted 
the post of executive secretary. This 
is the first. time that the business men 
of Watertown have ever been brought 
together in a permanent way. The city 
is the home of a number of boot and 
shoe factories, among them the Beals- 
Pratt Shoe Company and the Wolfram 
Shoe Company, which are active in the 
new association. 


Leather Salesmen Promoted 

Harvey J. Bain, for several years 
connected with the sales department 
of the N. R. Allen’s Sons Company, 
tanners, Kenosha, Wis., has been pro- 
moted to the position of manager of the 
new warehouse and distributing center 
established at Richmond, Va., for the 
southeastern territory by the United 
States Leather Company, which is the 
selling organization of the Central 
Leather Company. 


Store Has Formal Opening 

Milwaukee’s newest boot shop, the 
new local branch of the Sterling Shoe 
Corporation, held its formal opening 
Saturday, September 18. It occupies 
the unit at 107 Grand Avenue in the 
Plankinton Arcade. This has been 
equipped with a distinctive art glass 
front and the interior has been richly 
furnished. The advertisements an- 
nouncing the opening of the store lay 
stress on the fact that Sterling is the 
name of a chain of stores, and not of a 
manufacturer of shoes. 





Cleveland 


LOW SHOES SELL WELL 


Boots Also Called for But Not in 
Such Quantities 


The last week was style show week 
in Cleveland and the stores presented a 
pretty as well as a busy appearance. 
Introductory sales were in order. In 
some instances, however, the regular 
Fall stock was not exhibited in the show 
windows, although boots were to be 
seen beside low shoes. 

The weather was not conducive to 
buying of heavy shoes for the cold 
spells that we are to have in the Fall 
and Winter. The temperature hovered 
around the 70 mark almost all week, 


‘ 1,000 miles. 
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Factory Has Basket Ball Team 


The Menzies Shoe Company of Fond 
du Lac, Wis., affiliated with the Nunn, 
Bush & Weldon Shoe Company, Mil- 
waukee, will be represented in national 
athletics during the coming season by a 
basket ball team of star players which is 
being formed by J. O. Humbert, mana- 
ger of the plant. -The team has applied 
for a franchise in the Wisconsin State 
Professional Basket Ball League and 
also will play engagements in cities in 
all parts of the country. Harry Rice, 
a star player, is connected with the 
Menzies factory organization and will 
captain the squad. 
















Ogden Shoe Company Introduces 
New Features 


The Ogden Shoe Company, Miil- 
waukee, Wisconsin, has introduced 
two innovations into the shoe industry. 
Departing from the customary selling 
arguments of long wear, durability, etc., 
they have boldly come out with a selling 
slogan of “The Shoe with 1,000 Miles 
Service.”” No time limit is set. Every 
pair is sold with the assurance that the 
wearer will get a minimum mileage” of 












The second innovation is that of 
standardized manufacture. After an 
extensive investigation, the Ogden Shoe 
Company arrived at the conclusion 
that the bulk of men’s shoe sales were 
fully covered by six different styles. 
They readjusted their entire manu- 
facturing plan to meet this condition 
and concentrated their entire output on 
these six styles. It was decided also 
to make all six Ogden styles from one 
leather. Consequently they selected 
a fine Cordo Russia and set their entire 
factory to work behind the manufactur- 
ing slogan, ‘““One Leather Selected, Six 
Styles Perfected.” 

















although the evenings and mornings 
were cool. This temperature no doubt 
was responsible for heavy sales of low 
shoes, and quite a run on woolen stock- 
ings. Boots went fairly well and in 
most stores a quickening of sales was 
noticed. No merchant could be found 
who complained about-business. All 
asserted that the first two weeks of 
September were better than the similar 
period a year ago. 














Brogues Displayed 
In the store windows were to be seen 
a great variety of brogues, high and low 
styles and with double soles. A good 
run was started on brogues early in the 
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month and it continued through the 
last week unabated. Brown was the 
predominating color and there were 
many shades of that color. Black was 
a close second, and then came satins, 
gray cloth tops, field mouse, etc. 

One of the pretty oxfords was that 
shown at the Higbee Company. It 
comes in tan or black calfskin in the 
newest brogue pattern, shown with 
medium rounded comfortable toes, 
one and one-eighth inch walking heels, 
perforated wing tips and shorter vamp 
effect. Excellent arch fitting is one of 
the main features. 


‘ 


Vamp Perforations Popular 


One of the walking oxfords that at- 
tracted considerable attention is of black 
calfskin with good walking soles and 
one and one-eighth inch walking heels; 
shorter vamp and straight perforated 
tips. The vamp perforation adds to 
the smartness of this shoe. 

At the Pocock-Wolfram store a 
sturdy new brogue boot was a winner. 
It is for outdoor wear, comes in rich 
brown calf and has a medium sole with 
rawhide insert. At this store were 
featured a silk hose in all shades at 
$1.25 and customers took kindly to the 
stock displayed. 


WAITING FOR LOWER PRICES 


Public Showing Keen Interest in 
Leather Market 


A canvass of the stores indicates 
that the consumer is waiting for lower 
prices for shoes. Managers of stores, 
with few exceptions, asserted that more 
customers than in the past year ask 
many questions about conditions in the 
leather market and whether they may 
expect a lowering of prices. 

More shoppers are making their ap- 


New 


MORE SALES FEARED 


Price Slashes Imminent, Say 
Merchants 


Another series of cut price sales that 
will spell losses to the merchants of 
New York is threatening in the local 
shoe field. Evidence is at hand that 
some of the retailers are losing confi- 
dence and that price slashes are im- 
minent. In fact, they already have 
been begun and some of the conserva- 
tive merchants are debating the advisa- 
bility of following suit and meeting 
compétition as they did during the 
disastrous ‘Spring and Summer season 
just passed. There is much complaint 
among the conservative merchants 
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pearance. During the war, there was 
very little shopping about without pur- 
chasing. Attention to styles, to leather 
in samples shown and a general going 
about from two to three stores is re- 
ported by managers. Consumers some- 
times tell what they saw in another 
store and give prices that were quoted. 

But this sort of careful buying has 
not by any means sent the sales record 
for this month down below what the 
figures showed for the same period a 
year ago. Business is good, but it is a 
fact that the retailer has to work a 
little harder to make his sales. 


Boots and Oxfords at $6.85 


The Travers Shoe Company at- 
tracted considerable attention with their 
Fall introductory sale last week. In it 
2,000 pairs of Fall boots and 1,000 pairs 
of walking oxfords were offered to the 
consumer for the single price of $6.85. 
Samples of the stock were displayed in 
the show window and they made a 
pretty exhibit. A tasty arrangement 
of the colors, coupled with the draping 
of colored leaves gave the window an 
attractive appearance. 


Handsome Display of Brogues 

The Stone Shoe Company is another 
store that had a window display that 
attracted more than the ordinary at- 
tention from pedestrians in Euclid 
Avenue. The stock was bright and 
new, the feminine shoes were tastefully 
arranged in one space, while the men’s 
samples were to be seen in a separate 
compartment of the window. Brogues 
in black—high and low with double 
soles—made up a large part of the 
exhibit. Pocock-Wolfram, The May 
Company, The Taylor store, Chicholm 
& Halle Bros. were others that had 
attractive windows. 





York 


over two or three big sales that have 
made their appearance so early in the 
season. They assert that Fall business 
had begun to develop nicely and that 
the general public appeared to. be 
willing to pay between.$10 and $15 for 
good footwear, but that the low prices 
quoted in some centers is unsettling 
the minds of the purchasers. 

“Why should prices less than $10 
a pair be quoted for good calfskin 
shoes for men, at present?” said a 
Fifth Avenue retailer, “‘when the 
wholesale prices are around $6 and $7 
a pair. With the overhead what it is 
at present there is no profit'in the 
shoes at $8 and $9 as some'‘of the 
stores are selling them now. We found 
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Women’s Shoes 














ternco-Quality” Comfort Shoes | 
Ladies’ Hand Turned 
iS 




















Ladies’ Shoes 
Party Slippers 
and Novelties 
In Stock In Widths 
Send for Fall 
Catalog * . 
The Westcott- 
Whitmore Co. 
Syracuse, N. Y. 











Home Case 


PRINCESS—in Stock 
-Glazed colt, flexible 
McKay, Stock No. 700 
$2.95. Write for pam- 
phlet showing other in-stock comfort nu rs. 

BRANDAU SHOE CO., Detroit, Mich. 











BOTT SHOE CO., No. R 
TUCRAOOUDROEARORGeeORR OR OCSEeeceeeeeeReseeeseeneneoececeecceecncenenecseceecesee? 


IN-STOCK 


Complete line of Men's 
Everetts, Romeos and 
in Havana Brown, 

Also Women's joire in 
Cabretta and Quilted Satin, 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














ALGIER SHOE MFG. Co. 
ier Phoe 
PARIS 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 











The “Spartan” Shoes 


fe 
Girls of All Ages 
The Acme {oes 
Send fer Our Catalogue 
Bacon-Rollins Co. 











Factory: Lynn, Mass 
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Gentlemen’s 
Mey Shoes 


\enae / A.E. Nettleton Co. 


SYRACUSE, N. ¥. 











(Pp) M.APACKARD COMPANY 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 
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a good demand for men’s shoes at 
from $12 to $14 a pair, but this new 
wave of price cutting is unsettling us 
and we may be forced to meet this 
competition before long. Why can’t 
the retailers sit tight? The Fall season 
has barely started. We bave had little 
or no cold weather to Lring out the 
shoppers so far.” 


Wanamaker Has Another Sale 


One of the largest sales of the week 
was that of the Wanamaker store 
where more than 6,000 pairs of women’s 
high shoes and oxfords and close to 
2,000 pairs of men’s and boys’ high 
and low shoes were offered at “close 
to half price.” The prices for the 
women’s shoes were $5, $6.75, $8.75 
and $9.75, while the prices for the 
men’s shoes were $8.75 and $7.75, and 
for the boys’, $5.25. The style range 
was wide and included kid and calf 
leathers in black, tan, bronze and 
patent. Saks & Company also ran a 
sale on 2,400 pairs of men’s shoes at 
$8.75 a pair. The leathers were calf 
in a medium brown shade and gun 
metal, some with rawhide inserts in the 
sole. The styles included both straight 
and brogue tips. The advertisement 
announcing the sale stated that the 
shoes regularly would sell at $12.50. 
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Shoe Department Moved 


The men’s shoe department at Lord 
& Taylor’s has been moved to the new 
men’s apparel shop on the tenth floor. 
The new apparel shop consists of a 
series of small rooms on the top floor 
of the building and caters exclusively 
to the male trade. 


Brick Red Is New Leather Color 


Brick red is one of the new colors 
for shoes being shown by Franklin 
Simon & Company in the women’s and 
misses’ department. One model is a 
single-strap pump in brick red suede. 
The strap is slit, making it appear as 
three straps, but one button fastens 
the shoe. 


Wholesale Trade Dull 


The wholesale trade remains dull. 
Some of the jobbers report a slight in- 
crease in the number of orders for 
shoes for immediate delivery, but the 
manufacturers and their agents in this 
vicinity are not receiving as large 
orders as they would like to- book. 
Little or no effort has been made as 
yet to secure Spring business, although 
several of the leading manufacturers 
will show Spring lines within the next 
month. 


Rochester 


FEDERAL PROBERS AGAIN VISIT 
ROCHESTER 


For the third time within six months, 
inspectors from the Department of 
Justice recently visited the retail stores 
of Rochester in quest of shoe merchants 
who might not be merchandising their 
footwear at legitimate prices. Some 
months ago a committee appointed by 
the Rochester Association of Shoe Mer- 
chants met with representatives of the 
Department of Justice and decided on 
fixed profits for novelties and staples in 
footwear. Last week’s visit may mean 
that the inspectors are checking up the 
books in the retail stores to assure 
themselves that the merchants are 
living up to their agreements. No 
cases of excessive prices on footwear 
have been disclosed. 


Place Large Order for Shoes 


The merchandising manager of one 
of Rochester's largest department stores 
is quoted as saying that his company, 
in conjunction with three other depart- 
ment stores, last week placed an order 
for 25,000 pairs of women’s high shoes 
for delivery as soon as possible. These 
shoes will be made up in six different 


leathers, the Rochester store taking 
about 7,000 pairs. The retail price 
will be about $8.00. It was rumored 
that a factory not far from Rochester 
had received the order. 


Foot Expert at Phelan’s 


Howard Bean of Boston, a represen- 
tative of the ‘“Socket-Fit’” shoe, last 
week offered advice to people with 
troubled feet at the Phelan Shoe Store. 
Mr. Bean especially invited doctors to 
the store and explained the merits of 
“‘Socket-Fit” shoes to the “‘pedics” as 
well as to those troubled with their feet. 


No Changes in Rubber Prices 


Two large chain shoe stores announced 
at last week’s meeting of the Rochester 
shoe dealers that their prices on rub- 
bers for this year will be practically the 
same as those suggested on the price 
list issued by the local assoCiation for 
1920. This price sheet lists Men’s 
Romeo, Dandy, Earl and Eversticks 
at $1.50; Women’s Black Petites at 
$1.15; Misses’ Black Valinda Rubbers 
at $1.00 and Children’s Black Valinda 
rubbers at 65 cents. These prices are 
not final, however, and at the next 
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meeting the Committee on Rubbers, 
headed by Fred Sutherland, will re- 
port any revisions or changes. 


Will Meet at Powers 


The September evening meeting of 
the Rochester Association of Shoe 
Merchants will be held at the Powers 
Hotel on Wednesday, September 29, 
at eight o’clock. This gathering is held 
especially for the shoe dealers who con- 
duct neighborhood stores in order that 
they may have the opportunity of 
learning the trade’s newest develop- 
ments. 


Call for Low Shoes 


Tan calf and suede oxfords are still 
being demanded by the Rochester 
women. The call for these two styles is 
growing stronger every day. One buyer 
from Portland, Oregon, who was in the 
Rochester market last week bought 
heavily of women’s tan high shoes with 
military heels. He was authority for 
the statement that low shoes were not 
being sold in very large quantities on 
the Coast. Retailers in Rochester are 
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beginning to receive calls for felt slip- 
pers and shoes. These merchants pre- 
dict a big felt business this Winter and 
are increasing their initial orders. 


New Shoe Store Opens 
Agnes M. Bogner and Theodore J. 
Bogner of 401 Arnett Boulevard last 
week filed a certificate at the County 
Clerk’s office to permit them to conduct 
a retail shoe store under the assumed 
name of Bogner Shoe Company. 


Lester Rapp Prize Winner 

It was with no small ‘surprise that 
Lester B. Rapp, advertising manager 
of the Utz & Dunn Co., opened his 
morning mail and discovered therein a 
check for $50, his prize in the Sugges- 
tion Contest recently conducted by the 
Standard Kid Mfg. Co. “I was reading 
the ‘Recorder’ one evening at my 
home,”’ said Mr. Rapp, “‘and I decided 
to enter the contest conducted by the 
Standard Kid Manufacturing Com- 
pany and after I dictated my sugges- 
tions forgot entirely about the contest. 
The arrival of the check certainly was 
most unexpected but mighty welcome.” 


Lynn 


STRAP EFFECTS SELLING 


Novelty Footwear Generally Is Being 
Bought, Says Manufacturer 


“Style is the elixir of trade,” remarks 
C. D. MacLaughlin, of Bresnahan, 
MacLaughlin Company. “A lot of 
stores are taking it. At present, black, 
brown and blue satin shoes are selling, 
in strap effects. One model, combining 
the instep strap and ankle strap, is a 
leader. 

“Sabots, too, are selling. They are 
made of blue kid and brown suede 
leather. Some have four tear-drop cut 
outs on the straps. Some have beaded 
trimmings on the straps. The pro- 
duction of beaded effects, by the way, 
is limited. The beads are sewn on by 
hand. 

“Sixty per cent straps are selling to 
the New York trade. St. Louis also is 
selecting strap styles over others, and is 
distributing them through the South. 
Ten inch boots of blue kid and of blue, 
gray and black suede leather also are 
selling. Supplies of blue kid, however, 
are not plentiful. The Vampire boot, 
of blue, brown and black kid Jeather, is 
another favorite. Such novelties as 
these,” concludes Mr. MacLaughlin, “are 
selling quickly in big cities, and mer- 
chants, turning their stocks into cash 
and re-ordering, are putting new life 
into business. Also they maintain the 


style value in women’s footwear, which 
is a most important point. If the trade 
slips back to plain shoes, business will 
be uninteresting, and novelties maintain 
the red blood of life in shoe merchan- 
dising.”” 


LOW CUTS IN DEMAND 


Selling Beyond Expectation, Says 
Lynn Man 

“Selling beyond our expectations are 
saddle strap oxfords and brogues,”’ says 
A. N. Blake of the Watson Shoe Com- 
pany. “Ball strap oxfords, some call 
the saddle strap styles. The shoes have 
a strap which may suggest a saddle 
on a horse, or a saddle on a roof. These 
saddle straps and brogues, we made up 
for October sales. But it turned out 
that girls going to colleges and schools 
insisted on them. So merchants sold 
them in September and are re-ordering 
them for October. 

“Diamond and half diamond per- 
forations are used on many of the saddle 
strap shoes. They look as if they were 
cut with a chisel. A new touch of style 
is had from them.” 


New Sport Styles Coming 
Lynn designers are working on new 
samples of sport shoes for 1921. Several 
manufacturers will make them. Says 
one designer: “Sport shoes of leather 
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THE “TQUGAS” sHoE 


2Strengthen your wih Go: toes 
aaa aaa ee cal cal sak In 
Made to order. 


BETTER THAN THE BEST 


GEO. N. TOUGAS SHOE Co. 
161 Summer St., Boston 











BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, : * 14 Inches 
BOOTS, 14 to 20 Inches 


Send 
Ae taier-entd 


REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 
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THE STETSON SHOE CO. (Inc.) 





Stock Dept. 5 > 


Is at Your Service 


South Weymouth, Mass. 
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Shoes at Auction 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 


Children’s Shoes 














ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 
F. W. HAHN CO 
ROCHESTER 


NEW YORK : 











“ELAM? 
Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











H.H.FREELAND 





AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















W2C.Goodger 


Manufacturer of 
Children's Dlexible Gurn Shoes 
89 Allen St.. Rochester, WO 








SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


All leather lines rang- 
in from 





ape 8 phen 
NU BABY SHOE CO., East Lynn. Mess. 








Soft Soles and Moccasins 
' Ask your Jobber for our 

| Goods. We do not sell 

: the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s and 
Misses’ Turns 


SCIENTIFIC SHOE CO.,\ ne. 











BOSTON Office, 147 Lincoin Street 
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will have their innings next Spring and 
Summer. They can be made attractive 
in price, as well as in style. The popu- 
lar sport shoe will be ore that can be 
worn six or eight weeks and then dis- 
carded completely. The sole and the 
upper should wear out together. It’s 
all right to re-sole service shoes, but 
it’s another story with sport shoes. 
With style points of sport shoes, such 
as the brown and white combinations, 
everybody is familiar. But to one style 
point, not enough attention is made, 
and that is to the style of the sole, and 
especially the shank, of the sport shoe. 
Because a shoe is a sport shoe, that is 
no reason for its being broad and flat 
like a flat boat. We are going to put 
some pretty nice edges and some slim 
shanks on the new sport shoes.” 


Lynn Shoes at Rotarian Show 


““Miss Lynn, Model 1921” appeared 
at the New Ocean House, Swampscott, 
last week and showed Lynn shoes for 
the Rotarians of New England, in con- 
vention there. Seven models promenad- 
ed along the peacock alley of the hotel, 
showing new styles in footwear. The 
band played. The Rotarians admired. 
Samples of shoes also were shown in 
display cases in the sun parlor of the 
hotel. Edric R. Taylor of McNichol- 
Taylor; Charles D. MacLaughlin, of 
Bresnahan, MacLaughlin, and Louis 
Rocheleau, manager of the Burrows & 
Sanborn store, directed the show. Lynn 
shoes got a mdeal from the Rotarians. 


Extra Heavy Brogue 


A. E. Little & Co. are making a few 
brogue oxfords of Scotch grain leather. 
This is an extra heavy stock for women’s 
shoes, though it is much used-in men’s 
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high grade brogues. Tanners in Scot- 
land make it. The sole of the shoe is 
extra heavy, too. It is stitched around 
the heel. A shawl tongue and full wing 
tips trim the shoe. 


More Patterns Than Ever 


Paul Krippendorf, the Lynn cutting 
room expert, says he never saw as 
many patterns in shoes as are in use 
these days. The strap patterns are as nu- 
merous as bees ina hive. Besides, there 
are the many wave top patterns, and 
the -wing tips and saddle straps too. 
Altogether, there are patterns almost 
without end. . Mr. Krippendorf speaks. 
not of Lynn shops alone, but of the 
shops of the country, for he travels most 
everywhere that shoes are made. 


$10,000 to Hospital 


The United Shoe Machinery Co. has 
given $10,000 to the Beverly hospital, 
which is nearby its big plant. 


Brogues for Growing Girls 


Brogue styles are being made in 
growing girls’ lines for the Fall and 
Winter trade. Also, novelty top boots 
are being made in the same lines, such 
as black kid boots with gray kid tops, 
patent leather boots with black cloth 
tops, and brown calf boots with brown 
cloth tops. 


A 1921 Style 


A. M. Creighton has for 1921 a 
white buck oxford, with a brown saddle 
strap, and a featherweight rubber sole 
with a fair stitched edge. The toe is 
plain. A little tab of brown leather is 
on the top of the back seam. 


Detroit 


RETAIL TRADE DULL 


Industrial Conditions and Weather 
Prevent Fall Trade 


Fine, warm, dry weather is having a 
deterrent effect on the retail shoe busi- 
ness in Detroit. This with the fact that 
there are still a number of factories 
closed, or running part time, explains 
the slump in sales. 

In a few cases, sales of one kind or 
another are still being conducted. At 
Hudson’s, an annual anniversary sale 
is always held in September. Business 
in the women’s shoe department is so 
good that it is feared stocks provided 
for this event will not be large enough. 

A new sale was inaugurated Septem- 
ber 25, when a Million Dollar Sale of 
shoes was started by the T. K. Kelly 


Sales System at 9 and 11 Cadillac 
Square, where advertised $7 to $10 
shoes are to be sold for $3.95 and ad- 
vertised $12 to $14 shoes are to be sold 
for $4.95. A similar sale was featured 
early in the Summer, but met with 
little success. Up to the 17th, there 
had been no newspaper advertising of 
the sale. 


STYLE OPINIONS VARY 


Merchants Disagree as-to Colors 
and Types—Brogues Selling 
Well 

It would appear from a_ business 
standpoint that there are two classes 
of shoe dealers in Detroit, those who 
have bought freely, having the courage 
of their convictions, and those who have 
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thought it wiser to buy lightly, and try 
to make the most of the situation when 
the fact is known, whether high or low 
cuts are to be the big sellers for Fall and 
Winter. 

Talk to one manager and the fact 
that there is an early call for oxfords 
encourages him to a belief that he has 
hit it right by loading up with oxfords. 
On the other hand the man who favors 
high cuts is convinced that the mild 
weather is responsible for the flurry in 
oxfords. While business is not as good 
as desired, it is often pointed out by 
managers that the volume is quite 
equal to last year’s mark. Brogue ox- 
fords are of course responsible for this 
good showing. 

One manager says the darker tans 
will be the whole thing. Another thinks 
that field mouse and lighter tans, run- 
ning into the grays, will be the big hit. 
One believes in brogues while another is 
banking on strap slippers; others are 
firm believers in the boot. 

Blues are not as yet in evidence, but 
will be in a few days, according to all 
reports. How they will take with the 
public remains to be seen. Military 
and low heels will be much favored, 
Louis heels having fallen to about ten 
per cent of the whole volume of business 
done. 


Store Being Remodeled 


The remodeled store of the P. J. 
Schmidt Shoe Company is well under 
way. Reduced to ‘half the size, the 
width is now only 20 feet. The shelving 
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is built to the ceiling, a balcony running 
along both sides being used for reserve 
stock. Heavy brass rails running along 
the balconies give them an air of per- 
manence and strength. 

The wood-work will be finished in 
dark brown, the ceiling incream, The 
windows are well set in with a wide 
vestibule. The background is paneled 
in cream and white, the base outside 
being verde antique marble. 


Shoe Department Is Moved 


The Newcomb-Endicott Company 
have moved their shoe department to 
the third floor of their new building. 
The space is large and commodious, 
the ceilings high and airy. It will be a 
few days yet before this new depart- 
ment is completed, but it is safe to say 
that it will be one. of the handsomest 
in the country. Special fitting space 
will be alloted the children. A shoe- 
shine parlor will also be made a per- 
manent part of the department. Hand- 
some cases are to be installed in the 
aisles which will add an air of refine- 
ment. 


Merchants Hold Meeting 


At a noon-day luncheon meeting of 
the Detroit Shoe Retail Dealers’ As- 
sociation held Thursday, September 23, 
the retiring president of the Michigan 
State Association gave a report on the 
convention held at Kalamazoo. Ar- 
rangements were made at this time for 
a large mass meeting to be held soon, 
when the Fall work will be inaugurated. 


Indianapolis 


RETAIL TRADE SATISFACTORY 


School Shoe Sales Particularly Good 
—Women Buying Straight Heels 


Business in Indianapolis shoe stores 
for the last two weeks has been very 
satisfactory. Although the weather 
has been a little too warm to stimulate 
the sale of Fall boots to any great ex- 
tent, an excellent showing has been 
made in sale of oxfords and school shoes 
for boys and girls. 

With the opening of the Indianapolis 
public schools last week, business in 
the children’s departments of the local 
stores took on added activity. The 
majority of the shoe merchants featured 
school footwear in their advertising and 
window displays and in doing so seemed 
to bring the matter forcibly to the at- 
tention of parents. 


Women Buying Durable Shoes 


From information obtained during 
the week it seems clear that the young 


people of the city, so far as their shoes 
are concerned, are going to be well 
taken care of and that the stores are 
in for a good season’s business in these 
departments. The merchants report 
that in the main a good grade of foot- 
wear is being purchased for school and 
college wear. 

Indianapolis women seem to be show- 
ing a preference so far for straight 
heels and shoes of more durability. 
Where the manufacturer has deter- 
mined the style of shoes in the past, 
the women, having received the right 
of suffrage, apparently regard it as one 
of the new duties of citizenship to pick 
out the style of shoe this year. Just 
to what extent the French heels are to 
become passe this season is something 
the local merchants have not yet been 
able to determine. 


E. J. Ewart Made Manager 


Edmond J. Ewart, of Terre Haute, 
has been appointed manager of the 
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Infants’ and Children’s 
Fine Shoes 
Our Catalog for Fall is Now Ready 
JOHN M. AHEARN SHOE CO. 
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Ballet Slippers 


——$——— 














"BALLET SLIPPERS 


Bleck Kid, $130 andS$1.7734 grades misses 
Black Kid, $1.45 and $1.70 grades, child's 
Discount, 2% Ten Days 


JOHN E. McNAMARA 
aa, HAVERHILL, MASS. 








VERY BEST IN BALLETS 
TRY OURS 
YOU SURELY WILL BE PLEASED 
Women’s Black, sizes 2 4 4 +3 
. Misses’ 
Child’s ay “ 8to 1036 iss 
Whites Ten Cents a Pair More 
PURITAN SHOE CO., Inc. 74 Reade St. N. Y. C. 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
bead St. 


Formerly Walpole Shoe Supply Co. 





T. W. GODSOE, Pres. 
' W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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ladies’ shoe department in the Ben 
Becker shoe store, 507 Wabash Avenue 
in that city. 


Retail Store Joins Chain 

Jesse Sailors has sold his retail shoe 
store at Marion to W. L. Hart of An- 
derson, who owns a chain of stores in 
Anderson, Logansport, Huntington and 
Lafayette. Mr. Sailors will remain in 
Marion but expects to engage in out- 
door work because of his health. Mr. 
Hart plans to remodel the store and 
install new stock. 


Unique Window Pulls Trade 


E. Harris, window decorator at the 
Sam Levy Shoe Company’s store at 
Marion, received many compliments 
last week on the clever and unique 
school window he arranged for the dis- 
play of children’s shoes. The painting 
of an old fashioned school house, which 
formed the background for the display, 
served to bring back to mind the “‘days 
of real sport’’ and to remind parents of 
their children’s needs for the opening 
of school. 


New Shoe Firm Starts 

A new retail shoe firm has been added 
to the business family at Princeton. 
John L. Massey and Adam Heldt have 
bought the stock of the Watson shoe 
store there and will continue to operate 
the store at the same location.. Mr. 
Massey has been connected with the 
Watson store for the last ten years and 
Mr. Heldt has been in the shoe business 
in Princeton and other southern In- 
diana cities for fifteen years. 


New Store Front Installed 


A handsome new store front has been 
installed in the Petot Shoe Company’s 
store at 215 Main Street, Evansville, 
giving the store more than 36 feet of 
window space for the display of its 
goods. The two side windows extend 
back about 14 feet and there is a centre 
display window eight feet wide and 
three feet deep. Entrance to the store 
is on the east side of this display win- 
dow. The store has been lengthened 
and the shelves have been cut down to 
a uniform height, enabling the sales- 
men to reach their stock while standing 
on the floor. Prism glass has been 
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installed over the entrance, and hand- 
some linoleum has been laid the entire 
depth of the store. 


Mt. Vernon to Have Show 


Shoe merchants at Mt. Vernon, Ind., 
are enthusiastic over the plans that 
have been made by the executive board 
of the Mt. Vernon Chamber of Com- 
merce to hold a merchants’ show and 
carnival there in a few weeks. Each 
merchant will have a part in the affair, 
which is expected to draw many shop- 
pers from surrounding territory. 


See No Price Change Coming 


The members of the shoe dealers 
division of the South Bend Chamber of 
Commerce held their first meeting since 
the vacation season in the banquet 
hall at the Chamber of Commerce last 
week to discuss business plans for the 
ensuing year. The South Bend mer- 
chants are fairly agreed that there will 
be no change in the present price of 
shoes. The present price being paid 
for hides may by next Fall bring about 
a change in the high prices, the mer- 
chants believe, but no relief is expected 
before then. 


Fall Style Show Planned 


Shoe merchants at Fort Wayne are 
making big preparations for their part 
in the big Fall Style Show which is to 
be held by the merchants there on 
October 5 and 6. In addition to many 
attractive window displays being pre- 
pared by the merchants, both indoor 
and outdoor entertainment is to be fur- 
nished for the visitors. Instead of hav- 
ing one large style show as has been the 
custom in the past, the plan this year 
is for each store to have a show of its 
own. The show bids fair to be about 
the biggest event the Fort Wayne mer- 
chants have ever attempted. 


Now Handling Women’s Shoes 


A stock of women’s high class shoes 
and hosiery has been added to the 


Fashion Shop at Columbus, Ind., by 


Joseph Berger, proprietor. Mr. Berger 
owns a néimber of other stores in In- 
diana and intends to eventually install 
shoes and hosiery departments in each 
one. 


Philadelphia 


Another Link in Chain 
System 
The Golbro Boot Shop added another 
link to their chain of shoe stores at 131 
Market Street on September 15. They 


have also,remodeled their main store 
at 621 Market Street, and after alter- 
ations are completed will have one of 
the most up-to-date shoe stores in the 
city. 
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Boston 


RETAIL TRADE GOOD 


Merchants Are Optimists—Good 
Weather Helps—Some 11-Inch 
Boots 


The retail shoe trade of Boston is 
optimistic. While all of the vacation- 
jsts have not returned, a sufficient num- 
ber are here to take an interest in the 
new offerings and business has been 
most satisfactory. Stocks are in splen- 
did condition. Store forces have once 
more settled down for another year— 
managers and retail shoe salesmen are 
back on the job with renewed effort— 
and everything is well organized for the 
best Fall business- ever. This week, 
suffragists in and around Boston cele- 
brated the enfranchisement of women 
by a big parade through the principal 
streets—next week, the Odd Fellows 
to the number of some 40,000 will 
participate in a National convention. 
The past event brought added business 
—the coming event will do likewise. 


THE WHOLESALE TRADE 


Immediate Business May Be Sum- 
marized as Good 


Immediate wholesale shoe trade may 
be summarized as good. Prices are 
strengthening a little and the situation 
looks a whole lot better than it did two 
or three weeks ago. Buyers are keep- 
ing in pretty close touch with the mar- 
ket, buying for immediate needs. 
There is a decided willingness noted to 
pay a fair price. The heaviest buying 
is on shoes to retail at from $7 to $10. 
The men on the road are selling shoes 
in goodly numbers for the immediate 
future. 


AT WALK-OVER SHOP 


W. Goebel Says Business 
Looks Good for Fall 


At the store of the Walk-Over Shop, 
170 Tremont Street, business, accord- 
ing to John W. Goebel, manager of the 
men’s shoe department, is holding up 
pretty well with that of a year ago. 
Some 11-inch boots are shown. Boots 
ill sell in the proportion of 60 per cent. 

tr, Goebel believes that this is the 
general proportion which will be in 
orce throughout the city—this is not 
newly formed opinion as he made this 
prophecy back in the past Winter. 

his week a tan oxford at $9.00 and a 

n boot at $10.00 have been advertised 
t this store. 


John 


Stocks Are Clean 


“Business looks good for this Fall,” 
aid Mr. Goebel. “People must buy; 


they have the money and although 
there has been more or less of a wave of 
economy, shoes are a necessary article. 
People want good stuff, and are willing 
to pay for it. No store on Tremont 
Street can sell cheap stuff. Our stock 
was never in better, cleaner condition. 
We are in a position to take advantage 
of any price concessions that may take 
place in the near future.” 


HIGH SHOES AT $10.00 


A New Standard Price as Permanent 
Feature 


An ad appeared in this week’s papers, 
“introducing Dorothy Dodd shoes at 
$10.00—a new standard price estab- 
lished to meet the demand for high- 
grade beautiful shoes at a reasonable 
price.” The ad further states: “The 
public has long been out of patience 
with the high and seemingly arbitrary 
prices of shoes. The forecast for this 
Winter offers no relief from these condi- 
tions in the case of the better grades of 
shoes. Not willing to evade the 
problem which confronts every woman 
in Boston, we have concentrated our 
entire buying power on standardizing 
the price of $10 for women’s boots. 

“We are prepared to offer at this 
price shoes which if we had permitted 
things to take their natural course 
would be several dollars higher, at 
least. We have sacrificed profit, bought 
in quantity, taken every advantage of 
discount—to make it possible for the 
women of Boston to once more buy 
high-grade, wonderfully-made boots at 
$10.00. These shoes will be 8% inches 
high in black and tan kid, gun metal, and 
patent. There will also be storm boots. 
The heels will be in both Cuban and 
military effects. 


Preparing for Sale 


The shoe department of the Shepard 
Norwell Company is getting ready for 
its October sale. This will commence 
October 5 and continue throughout the 
month. At this time, fifteen lines of 
8%-inch tan and black boots in Cuban 
and military heels will be offered at 
$7.85 and $9.45. 


C. K. Merrill, manager and buyer of 
the department, is much pleased and 
says that his company does not feel 
at all squeamish over the situation. 
On the contrary, everything looks 
pretty good to him in the retail shoe 
business. “The weather this week has 
been very satisfactory and the minute 
it jumps in a little cooler, we are going 
to have a still bigger business,” said 
Mr. Merrill. 
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Where toBuy 


Engraving and Printing 





ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
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COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO, Ine. 

30 Reade Street, New York 
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L. ALTERSON & CO. 
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162 W 34 St.. New York City N.Y 








HAVE YOU THE TIME 


to fuss with your windows, spending 
your valuable time when you can 
rocure at a nominal cost Foote 
and Made Displays ready for you 
to set up? Write us. 
THE FOOTE ASSOCIATES 
40 State Street Rochester, N. Y. 








SALES LETTERS 


MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F. S. ROOT CO. 
BUSINESS PUBLICITY SERVICE 
OSTON 





6 BEACON ST., B 
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A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 














MEYER’S THREAD 
Is the Safe Thread 
For dependable shoemaking. 
Don’t take our word for its 
quality. Write for samples 

and test it yourself. 
Used in 156 different indus- 
tries including shoe trade. 
Lowell, Mass. 





J. C. MEYER THREAD CO. 








OHOE BUCKLES 


OF EVERY DESCRIPTION 
BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


198 MIONTAGUE ST BROOKLYN N.Y 
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You need this book on 


SHOE WINDOW 
DISPLAYS 


Get it today! $2.75 postpaid 
FRANK P. TAS 
381 Wash’n St. Beston, Mass, 
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TWO SHOPPING CLASSES 


Says Fred W. Small, Manager of 
Gilchrist Shoe Department 


A call was made at the new Educa- 
tor department of the Gilchrist Com- 
pany which makes its official how to the 
public of Boston on today, September 
25. This occupies a space about 40 by 
20 in the front part of the shoe depart- 
ment. The wall panels are beautifully 
colored with scenes from Mother Goose 
and Fairy Tales; the partition and 
other parts of the room are decorated in 
Egyptian design, as are also the diminu- 
tive chairs and tables—all of distinct 
appeal to the little folks. 

Fred W. Small, manager of the de- 
partment, spoke encouragingly of the 
business situation. “There are two 
classes of shoppers,” said Mr. Small, 
“one class who is still looking around to 
get shoes at a price, and the other class 
who is accustomed to buying what they 
should have and paying what it is 
necessary to pay. The retail shoe mer- 
chant today should be alive to condi- 
tions. As the old. darky said—‘The 
world do move.’ This saying is very 
apropos at the present time regarding 
the shoe world.” 


Window Style Show 


The Brockton Rand Company at 12 
High Street features in its windows 
from week to week models made by 
various representative shoe manufac- 
turers using Barbour’s Endless Welting. 


Brockton 


WOMEN’S WELT STYLES FOR 
SPRING 


Brockton shoe production, for many 
years confined exclusively to men’s 
footwear, has during a recent period 
extended to women’s shoes as well. 
These women’s welts have been brought 
to a high degree of excellence as regards 
style and quality and are now recog- 
nized as an indispensable adjunct to the 
men’s lines produced in Brockton. For 
the Spring season exceptionally at- 
tractive lines of women’s welts will be 
shown by local manufacturers. Typical 
of the advance in these styles is the line 
shown by the Whitman & Keith Com- 
pany. This concern were pioneers in 
the production of women’s high grade 
welts in Brockton. 


Dark Shades in Women’s Oxfords 

The Whitman & Keith line of wom- 
en’s welts is particularly strong in ox- 
fords of the darker shades in kid and 
calf with a sprinkling of the reddish and 
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The shoes displayed during the past 
week were the product of Whitmore 
Tirrell Shoe Corporation, Weymouth, 
Mass., and are sold exclusively by 
Thayer McNeil Company. 














W. G. Dennison Home 


W. G. Dennison, publicity manager 
for Rice & Hutchins, Inc., returned 
Monday from a month’s trip through 
the Middle West and South for the 
purpose of talking to the R. & H. 
salesmen before they left for their 
territories. Mr. Dennison visited Chi- 
cago, Cleveland, Cincinnati, St. Louis, 
Atlanta, Baltimore, Philadelphia, Ney 
York and Milwaukee. While in the 
latter city he called at the Nationa 
Convention headquarters and had 4 
talk with Secretary Towle. 

Mr. Dennison found that practically 
all convention space was sold, as fa 
back as August. He says that plan 
for the entertainment of exhibitor 
and buyers are very elaborate and will 
make a wonderful and lasting impres- 
sion on everybody who attends. The 
features will make a big hit, said Mr. 
Dennison; there will be something for 
everybody to do. 

The rest rooms for the ladies are 
already equipped in most attractive 
style—everything is shining and 
clean that even the most particular 
woman on cleanliness could not object. 

Mr. Dennison is an optimist and 
believes that business in general is 
going to be better than has been 
predicted. 

















































the lighter colors. The lasts of the 
walking type range from medium wide 
to narrow toes. Heels are military 
style, ranging from one to two inch 
heights. Patterns are diversified, with 

















are dancing oxfords of patent and dull 
kid carrying low heels, also sport or 
fords in genuine buck, either plain or 
in combination with dark tan and pat: 
ent calf. The golf shoe is shown with 
the strap and saddle strap effects 
There are a few boots in colored leathers. 


















Dark Patterns in Men’s Oxfords 


The men’s oxfords in the Whitman 
& Keith line feature lasts of the high 
side wall type. The combination last 
with C ball, B instep and A heel is 
also featured as especially suited to 
certain types of feet. Perforated vamps 
center toe perforations and other deco- 
rative effects are shown in the semi- 
brogue patterns. These lasts range 
from the extreme broad effects to the 
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narrow, snappier toes. A _ brogue of 
imported Scotch grain represents the 
highest grade in this pattern. 


Brightening Up a Factory 

A factory in the Brockton district 
where important improvements have 
been effected for interior arrangements 
and finish is that of Richards & Bren- 
nan Co. in the neighboring town of 
Randolph. During the Summer months 
every room in the factory received two 
coats of gloss white, making the walls 
and ceiling fairly shine. An effective 
color combination has been obtained 
by using green for trimmings, benches, 
boxes, etc. The blending of green and 
white is particularly effective and rest- 
ful to the eye. Offices have been re- 
finished and the entire plant brightened 
up. The concern considers that the 
time and money has been well spent 
as a means of emphasizing cleanliness 
and imparting a general air of cheerful- 
ness to the entire plant. 


Styles for the Spring Season 
Richards & Brennan Co. have been 
for many years identified with the pro- 
duction of men’s high grade welts. 
Samples for the coming season show 40 
or 50 styles in all the popular shades of 
grain and kid on English and other 
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lasts in medium to high toes, all pro- 
duced with an eye to style, as well as 
fitting qualities. The regulation heavy 
brogue and the modified brogue style 
are both prominent among the Spring 
samples. Dark colors are the rule. 
These include cocoa and ‘mahogany 
with a few red shades. Bals and Blu- 
chers are well represented along the 
same lines as the oxfords. The Rich- 
ards & Brennan line is made with 
special reference to the young men’s 
trade, lasts and _ patterns being 
worked out along this plan. Salesmen 
for this house are out in their respective 
territories with Spring samples. 


Women’s Shoes in Stock 


In addition to the lines of men’s shoes 
which are carried in stock by Brockton 
concerns, women’s seasonable footwear 
will also be available for the Fall and 
Winter seasons at several of the factory 
in stock departments. Boots and ox- 
fords will be about equally divided, on 
the idea that women’s shoes of the 
heavier street type will be called for 
during the next few months. These 
women’s oxfords for the Fall season are 
made up of heavy grain or calf with 
substantial soles and military heels, on 
lasts which are especially suited for 
street wear. 


Haverhill 


TO IMPROVE TRAFFIC 
CONDITIONS 


Haverhill shoe manufacturers have 
been appealed to by the Railroad Com- 
mittee of the United States Chamber 
of Commerce, through the Haverhill 
Chamber of Commerce, to join in a 
national campaign to make better use 
of existing railroad equipment as a 
means of providing improved trans- 
portation service. The committee of 
the National Chamber states that the 
equivalent of more than half a million 
cars can be added to the available sup- 
ply through closer co-operation on the 
part of all who are interested and con- 
cerned in transportation. 

The committee states that freight 
traffic has increased so rapidly during 
the past few years that it has com- 
pletely outgrown the carrying capacity 
of the railroad, and that increased 
transportation service only can be 
secured by making extensive additions 
to facilities and equipment. It is al- 
most impossible to obtain these, how- 
ever, on account of difficulty in securing 
new capital as well as materials and 
production. The roads must, therefore, 
rely apon making the maximum use of 
existing facilities and equipment, 


through the co-operation of the ship- 
pers and receivers of freight as well 
as their employes. 

Members of the Haverhill shoe and 
kindred trades thoroughly appreciate 
the difficulties under which transporta- 
tion is at present conducted and are 
co-operating with the local Chamber 
of Commerce to. the fullest possible 
extent as regards increasing the ef- 
ficiency of present transportation facili- 
ties. 





SHOE FACTORY IN JAIL 


Bennett-Rowe Company, re- 
cently formed by shoe men of 
Haverhill, have leased a portion 
of the jail at Ipswich, Mass., 
for a period of five years, and 
are fitting it up for the manu- 
facture of shoes. The jail has 
been idle for-some time, for 
lack of prisoners. Prohibition 
did it. 











Spring Samples Being Shown 

Many new and attractive styles in 
women’s footwear, which are being 
shown by salesmen representing Haver- 
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Where to Buy 


Miscellaneous 

















Perfection Pneumatic 
Arch Cushion. 


me Prev 
‘allen “Eames ~ ' 


ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 





- 





WM. SUMNER SMITH 
Exclusive Distributor of 


RUBBER TOE-SANiele 


# CHICAGL 
ssw. Bomee 326 W. Monroe St. 








orrer FREE USE 


Of Shoe Cuts, Covers, Bo 
Seta Ga mae pte ie baw yon 
Bes Sa Ot OF We wl Oe Shee Eieetocs 


SEND FOR FULL PARTICULARS 


N.H. GROVER CO., R 63, 161 Summer St., Besten 











THE | Underwood Bookkeeping Machine 
is, in the bookkeeping field, winning the 
os success which has followed the Under- 
ood Typewriter. Wherever used it has 

pte legibility and economy. 


Underwood Typewriter Co., Inc. 
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Where to Buy 


Shoe Polishes 














Best In Thetr Class 
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for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH — co., ine, 
PHILADELPHIA, P 











The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 
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212 ESSEX STREET ‘Cc. H. DANIELS, Prest. 


Consolidated Shoe Company 


Boston,Mass.,U. S.A. 


MOON 


Yes, They j \ \ : Ready for 


Are Vogt bd] Immediate 
In Stock! | a . Delivery! 


Patent foxed white cab top, 


Patent foxed dull top, plain FLEXIBLE Milo butto 
o buttons. 


buttons. 


No. 921, sizes 1-5. ... .$1.20 “FOOT-PRINTS’’ No. 953, sizes 1-5... . $1.45 


: . No. 954, All White Cabretta whole quarter, . 
Black Kid foxed, plain but- : q Brown Cab foxed, white 
tons. Milo buttons, sizes 1-5 $1.45 cab top, Milo buttons. 

No. 923, sizes 1-5.....$1.20 No. 951, All Brown, Milo Buttons, ~~ No. 954, sizes 1-5... .$1.45 


OMe TTT MUUMeliniieliiiinienniiinnieniiiiti tl el iii lc 


These little shoes are made by our associated factory at Rochester, N. Y., the largest 
makers in the World of so-called ‘“First-Steps” 


OTR OL LOM T eri er} 


g 
a 


TOMLIN LULL T eT eM ULL LULL LEU od 








STOCK No. 750 
Tan English Bal, A-D, 5-11 
Sample it. 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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hill shoe manufacturing concerns, are 


attracting favorable attention from the 


retail trade. Although the volume of 
business received at the factories for the 
coming season has not reached large 
proportions, yet there is an unmistak- 
able tendency on the part of merchants 
to purchase for immediate needs. This 
“hand to mouth” buying is supplying 
some business for the factories. Re- 
ports from salesmen are to the effect 
that merchants do not care to commit 
themselves to larger orders until there 
is more eertainty as regards consumer 
demand, and the prices they are willing 
to pay. All agree, however, that the 
general situation is favorable for good 
business, with record breaking crops of 
all kinds being harvested, and ready 
money prosperity to an important 
degree, particularly in the Southwestern 
and Southern states. Salesmen cover- 
ing these localities are confident of a 
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good, substantial, immediate business, 
as well as Spring orders a little later in 
the season. 
Export Tax on Beads 

The representative of a New York 
concern which is an extensive buyer of 
Austrian-made beads was in Haverhill 
recently taking orders from shoe manu- 
facturers. In view of the popularity of 
beaded footwear for women, it is of in- 
terest to note, through the statement 
made by this representative, that Aus- 
tria has recently placed on beads an 
export tax of 30 per cent. This tax is 
naturally passed along to the buyer in 
this country, thus increasing the cost of 
beads to the manufacturer and mer- 
chant. As most of the beads used in 
beaded slipper ornamentation are made 
in Austria, this additional cost will 
doubtless be reflected in the price of 
beaded footwear for the coming season. 


Louisville 


FALL TRADE PICKING UP 


Jobbers Also Report Good Volume 
of Business 

Fall business is rapidly picking up 
with the Louisville retailers, according 
to reports received from several houses 
this week. The jobbers also report a 
very active volume of business, as 
country merchants are now coming in 
freely. The Kentucky State Fair dur- 
ing the week of September 13 brought 
business to both jobber and retailer, 
and the best attendance that has ever 
passed through the turnstiles of the fair 
grounds. 


Retired Merchant Dies 


Peter Stein, 74 years of age, retired 
shoe dealer and father of Louis C. Stein, 
a dealer of New Albany, Ind., died on 
September 15, at a hospital in that city, 
following a surgical operation. Mr. 
Stein was for several years a member of 
the Board of County Commissioners 
and active in business circles. He 
came to New Albany from Germany at 
the age of nine years. He is survived 
by his wife, three sons, Louis C., Wil- 
liam Stein and Dr. Frank Stein, the 
latter of New York City. There are 
also three daughters, Mrs. Christ 
Reising ef Boston, Mrs. Oliver Bocard 
and Miss Anna Stein of New Albany. 


NEW COLORS AND STYLES 
ADVERTISED 
The Boston Shoe Company tells 
what it is showing this Fall in very good 
style, in a recent advertisement, under 
which women’s and men’s Autumn 
styles were listed, showing women’s 


shoes at $8 to.$17 a pair, and men’s at 
$8 to $18 a pair. 

Women’s styles were listed as fol- 
lows: 

—Leathers of a quality unobtainable 
for the past several seasons, in rich 
shades of blue, camel gray, tan, brown, 
bronze, black and white. 

—Tan Norwegian Calf Brogue Ox- 
ford, a low shoe designed along mannish 
lines and a similar model in black 
smooth calfskin. 

—Black Calf Walking Boot; a shoe 
that should have a place in every wom- 
an’s wardrobe. 

—Tan and Brown Calfskin Boots with 
medium and low heel; all very service- 
able street shoes; some have perfora- 
tions. 

—Pumps for walking, in tan or me- 
dium shade of brown, and black; all 
made from soft calfskin leather with 
perforated design on toe. 

—Evening Slippers, in rich black 
satin; some plain, others with steel- 
beaded design in toe, and then there 
are Colonials, Instep Ties and One 
eyelet Ties; all made of beautifu) black 
lustrous satin. 

—Party Slippers, in gold and silver 
éloth, beautifully modeled by hand; 
they come with full French and baby 
French heels. 

—Street Pumps, Oxfords, Colonials, 
Eyelet Ties and Cross Strap Models 
are to be had in kid, calfskin, black or 
brown suede, satin and patent, with 
every new heel. 


Men’s Styles Were Listed 


—Leathers of before-the-war dura- 
bility and texture, in tan, medium 
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brown, dark brown and black; made by 
famed makers—Nettleton, Bostonian, 
Stacy-Adams and Educator. 

—Tan Brogue Oxford; a sturdy shoe 
and a model that will be much favored 
for early Autumn wear with wool hose. 

—Brogue High Shoes, in a medium 
shade tan calfskin and cordovan; a 
model that men want for service. 

—A French shaped toe has this good- 
looking young man’s Brown Calfskin 
Boot. 

—Tan or Black Calfskin Boots, in a 
medium round toe; a model for those 
who do not like the extreme. 

—Broad Toe Shoes, in black kid, 
calf, brown kid and calfskin; many of 
them are Blucher styles that spell solid 
comfort. 

—Extreme English Shoes, in brown 
calfskin; an attractive model demanded 
by the younger set. 

—Golf Shoes, made with a plain toe 
and saddle strap; in ivory shade of 
calfskin leather. 

—Men’s Regulation Munson Last 
Army Shoes; many civilians like them 
for hiking. 

—Dress Shoe, in patent button with 
cloth top; also Dress Oxfords in patent 
with plain toe. Every man needs a 
pair. 


Children’s Were Listed as Follows: 


In models designed to give the ut- 
most in service, combined with foot- 
form ideas in shoemaking to let the 
feet grow-as they should: 


Where toBuy 


Women’s Shoes 

















Women’s McKay 
Sli 
sas and aoene 
Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 








OUDOIRS IN STOCK 
= one MARKET PRICES 
Son aegede ak age te 
Black, 42.45; ag Ty ge 
Terms 5% 10 days. 4 yore 
rage EEE ee 
9 Se Haverhill. Moe 





BOUDOIRS 
High Grade Wholesale Prices 
Blacks, $00, Tans Bed. $1.70 
One-Strap Sandals, $2.00 and $2.10 
JOHN E. McNAMARA 
. Haverhill, Mass. 
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Quick Jurnovers 
on a Minimum 
Stock ~ Thats 

Possible If You 
Make Use of Our 
Well- organized 


“In Stock’ 
Department 


If You Haven’t Received This Catalog, 
A Request Will Bring It 


It is as necessary to the wide-awake shoe 
retailer as an interest table is to a banker. 
You'll find it an aid to cautious buying—a 
means for keeping stocks low, yet sufficiently 
large to satisfy the full requirements of your 
trade. That’s the way to make real money. 
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Young Men’s Styles at prices that will de- 
mand attention. 


A Money-Making Winner a P. SMITH SHOE Co. : 


Stock No. 1 671 N. Sangamon St., Chicago, IIl. 


Koko Russia Calf Bal. 
Crusader Last 148 Duane St., New York 
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Patent vamp with dull kid top and 
welt sole; a semi-dress model. 

Tan Calfskin Educator Shoes, in lace 
with spring heel; others with low 
heel. 

Educator Shoes, in button and lace 
models; in black kid and calfskin. 

Patent vamp, with white kid or can- 
vas top; a model always wanted by the 
little folks. 

Baby Shoes, of Mrs. A. R. King’s 
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make, are to be had in white, tan and 
black. 

Children’s and Misses’ Shoes, in 
patent vamp and gray cloth top; a very 
pleasing combination. 

Tan Calf Boot, in a very serviceable 
model for the child or growing miss. A 
shoe that protects the foot. 

All-white buckskin, with welt sole 
and spring heel; a pretty shoe that is 
always admired. 


San Franeisco 


MERCHANTS OPTIMISTIC 


Look Forward to Highly Prosperous 
Fall Trade 


As Fall approaches a more hopeful 
ione prevails in the local boot and shoe 
trade. The Summer season, with its 
orgie of sales, got rid of a quantity of 
stock at marked reductions in price. 
In many cases, a large stock was being 
carried over which it was necessary to 
liquidate. Much of this “marked 
down” stock consisted of goods that 
were extreme in style, such as exces- 
sively high-heeled shoes with very 
pointed toes. 

Now, during the rainy season in 
California, this French-heeled stock is 
not much in demand except for house 
and evening wear. It was a toss-up 
whether fashion, always capricious, 
would not have thrown these styles 
into the discard by next Spring, so it 
was sacrificed, especially during August, 
in a way that rejoiced the hearts of 
bargain-hunters. 

This made everyone happy. The 
dealers were glad to see their high- 
heeled stuff go and women, in numerous 
instances, were glad to buy smart- 
looking shoes at prices that recalled 
pre-war days. 


Sales Have Ceased 


The beginning of September, how- 
ever, saw a sudden cessation of sales in 
nearly all the leading stores. A few 
establishments carried on sales for a 
day or two at the opening of the month. 
For the most part, however, bargains 
are no longer being offered and things 
seem to be settling down to a normal 
basis. 

In all lines of trade there is a belief 
that the Fall season will be highly 
prosperous. Most people in this city 
have money to spend and it looks as if 
they are now more willing to spend it 
than was the case during the Summer, 
when a general drop in prices was 
momentarily expected by a large ma- 
jority of the shopping public. 


Becomes Assistant Manager 


I. E. Davis has become assistant 
manager to Roy Wahalander at the 
City of Paris. Mr. Davis has been 
with the Emporium till his change to 
the City of Paris. 

May Change Convention City 

Regarding the next convention of the 
California Shoe Retailers’ Association, 
there are rumors that it will not be 
held at Del Monte, as was first planned, 
but in San Francisco. The convention 
will take place on June 14, 15 and 16, 
1921. While the change of convention 
city is not yet definitely settled, there 
seems to be a strong sentiment in favor 
of this city. The matter was discussed 
at a recent meeting. 


Accepts White House Position 


M. Michael O’ Rourke, for ten years 
with Rosenthal’s, Inc., left on a vaca- 
tion tour of the Eastern cities last 
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Spring and has just returned to San 
Francisco. Arrived here, he promptly 
joined the staff of Harry A. Gibson 
at the White House. 


Returns from Vacation 


Max Sommer, Jr., of Sommer & 
Kaufman, Inc., has returned from a 
vacation which he spent in canoeing 
and fishing on the Columbia River. 

A new shoe store is shortly to be 
opened at 844 Market Street by the 
Peters Bros. Shoe Company. This 
firm will handle the Burt & Packard 
Korrect Shape Shoes. The location is 
in the very heart of the retail shoe 
shopping district, being within a stone’s 
throw of some of the leading shoe 
stores of this city. Marker Bros. have 
sold their shoe store at 1123 Market 
Street. 


On Trip to the East 


Frank R. More, women’s buyer for 
the Frank Werner Company, has left 
on a business trip to the East. He 
expects to be gone about three weeks. 


COAST NOTES 


A. Johnson has sold his Park Street 
repair shoe shop, El Paso Robles, to 
L. Testerman. 

Huggins’ shoe store, Vallejo, Cal., is 
about to be enlarged and improved. 

William Leslie is opening a modern 
shoe store at Pomona, Cal. Mr. Leslie 
is well known in Pomona, where for six 
and a half years he was proprietor of 
the Racker Store. 


Memphis 
SEPTEMBER TRADE GOOD 


Tri-State Fair Expected to ‘Provide 
Stimulus 


Both wholesalers and retailers report 
first-class September activity in the 
shoe trade at Memphis. There have 
been several visitors in the market and 
many events of interest are transpiring. 
Several new stores, it is announced, will 
open this Fall. Among the trade 
events scheduled for the present month 
is the annual Tri-State Fair to take 
place for eight days from September 25 
to October 2. Charles Gerber of the 
John A. Gerber Company is president 
of the Tri-State Fair Association, which 
is held out on the East End Car line at 
a place that was once famed as the 
Montgomery Park Race Course. The 
buildings and grounds are handsome 
and the crowds from the three States 
are large. Many of the merchants, 


retailers and wholesalers will have 
exhibits there. Governor Cox of Ohio 
has been invited but has not yet 
accepted. Nashville, the capital city 
of Tennessee, will also be the scene of 
a State fair this month. 


New Store to Open October 1 


The Sterling Shoe Company is the 
style of a new retail shoe store to open 
October 1 in Memphis. The Regal line 
of shoes will be handled. The location 
will be on the ground floor of the Porter 
building at the corner of No. Main and 
Court Avenue. 


New Window Decorations Installed 


J. Everett Perkins, manager of the 
Perkins Shoe Company, corner No. 
Main and Popular Streets, has just re- 
turned from a vacation trip which he 

(Continued on page 131) 
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‘NOV. ILLA KID is a product made 
from large calfskins and heifer hides—in 


every respect the equal of glazed kid—but 
superior to it in point of wear, and shape- 
retaining qualities. 

NOVILLA KID does not scuff. Its colors are fast. 
It is impervious to water. It makes shoes of excep- 
tional style, beauty and comfort. _Itis lastingly lustrous. 
You can always depend upon SNOVILLA KID. It 
readily lends itself to all styles of lasts. Great quan- 
tities of (NOVILLA KID are being made into Winter 
Oxfords for the coming season. 


Write us to-day for samples and full particulars 
regarding ‘NOVILLA KID 


CASTLE KID CO. INC. 
Originators and Makers 


CAMDEN.N.J. 
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Buying Still Slow 


Fair Aggregate of Sample Purchases But Shoe 
Manufacturers Not Inclined to Buy Ahead of 
Their Needs---Prices Nominal---Sole 
Leather Quotations Lowered 


The expected improvement in the 
market is very slow in coming. Active 
buying has certainly not set in yet. It 
is true that there has been considerable 
sample purchasing of leather for some 
weeks and the aggregate of orders 
makes conditions more cheerful than 
they were, but retailers of shoes still 
hesitate to place orders, hence shoe 
manufacturers are not very active pur- 
chasers. 


No Change in Prices 


There is virtually no change in prices 
over the past few weeks and there is a 
fairly wide range in prices of upper 
Jeather. There are no standard quota- 
tions in calf and side leathers and much 
would depend upon the circumstances 
of the sale. While three tanners might 
not give the same price on top grades 
of calf their prices would average close 


her Market 
ew of Leather 
Supplies and Prices 


FS gusdi sd NUNONOMOAUUUATINNSUNTGDBaNADAVDMDOIQGND Tilda! Ts00a 0090400117400 U0TN47 00 AIATAATRAiDAATOTANEOTU04010ATOATU4/ ZAUTAA 00S GS SAMAMAUAMOAIRINN TAD SU NUNN AMITMIANILI Too 


TINAUGUEAUUTRUADNS SAAD ROQUAGESENSAIE: 


together. The most talked of .prices 
for the standard makes of full grain 
calf are from 70 to 80 cents per foot 
and snuffed from 50 to 65 cents. Buy- 
ing has been more healthy from the 
Central West shoe centres. The firm- 
ness in the raw material market has 
imparted more strength to the finished 
leather situation. The top grades of 
blacks range from 70 to 75 cents per 
foot and medium selections at around 
60 to 65 cents. Ooze calf is stil) held 
at from 95 cents to $1.05 or even more. 


Fair Call for Side Upper Leather 


Side leathers have been in fair call, 
particularly for chrome tanned colors. 
More buyers have been in the market 
and considerable has been picked up at 
present prices. Full grain chrome 
tanned colored sides bring from 50 to 55 


Sole Leather Quotations Have Been 
Lowered 


The large contract for 250,000 pairs 
of army shoes has imparted a little more Sole Leather 
life to the market and bids are just 
about to be opened for 400,000 pairs ie oe _— 
more. Some of the recent sales of 
leather include 10,000 dozens of side 
leather, several thousand dozen light 
weight colored calfskins and some fair 
sales of kid. 

A curious development is the ex- 
pectation on the part of some retail 
merchants that shoe manufacturers 
should reduce prices of shoes ordered 
in May and June when delivered in 
August and September. There has, of 
course, been some drop in some grades 
of leather since May. The shoe manu- 
facturer taking an order placed in good 
faith bought his leather and cut it for 
the shoes ordered. Can any logical 
reason be advanced as to why he should 
cut the price on these to agree with the 
market at the time that the shoes may Hides and Skins 
be sent to his customer? 1914 1919 

It is apparent that shoe buying must Cents per pound 
increase in proportion to the reduction —@21% —@ 48 
of wholesale and retail stocks, but shoe 19@19%4 —@ 47 
manufacturers under present condi- 17@17% 38@ 40 
tions are not anxious to buy ahead of 18@22% 70@921% 
their actual needs. 20@25 44@ 46 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Cents per pound 

56@ 48 @— 
. .24@26 54@ 5! 45@— 
: ..47@50 96 @1. .00@— 
Oak sole, No. 1 backs, all wititins.. . 45 @46 82@ 80@— 
Union steers, flat .. ..—@44 84@ 70@— 
Mik co. 80@. 8: 70@72 
Offal hemlock heads 10@ 13 @14 
Offal, hemlock bellies .: 12@ 15@18 
Offal, hemlock shoulders 30@ 30@— 
Rap I, PMI Ss kince swe s 6 oie ie Pel ees 15@ 15@18 
i SE A ea tae ee 18@ 17@19 

Cents per foot 
Chrome, S. A. dry hide, 7% to 10 iron sides 43@ 50 @55 
Chrome, green hide, 6 to 8 iron sides. .... —@ 50 @57% 
Upper leather quotations are not given, owing to the wide range of prices w hich 

depend_on quality, grade and selection. 


Hemlock sole, heavy No. 1 
Hemlock sole, seconds, mid. 
Oak sole, No. 1 bends.. 


—@30 











Heavy native steers 
Heavy native cows 





Chicago City calfskins 
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Walh-Croft, 


PROCESS SHOES IN-STOCK 


No. 12—Black Kid 84-inch, 3% Fox Lace. 
Perforated vamp and tip, blind eyelets, black 
fairstitch, 10-8 military heel. Stylish sass 


No. 10—Camel Kid 9-inch, % Fox Lace. 
Plain toe, single flexible sole, blind eyelets, 
35-inch vamp, leather Louis heel. New lee. 


FACTORY 
13 WORMWOOD ST. 
BOSTON, MASS. 





No. 8—Fine Russai Calf 5-Eyele. tOxford 
Perforated straight tip, 14-8 Cuban heel. Poy 


No. 3—Brown Kid 5-Eyelet Oxford. Perfo- 


rated vamp and tip, 14-8 Cuban heel. New 
| RENCE FSi INE Pier Ms Se PEATE * $5.00 


Perfection Pump. A perfect pomp § for all 


occasions. Smart, Neat, New! 
No. 6—Dull Kid. Leather Louis heel. . .$5.00 


No. 7—Black Ooze Calf vamp, black satin 
quarter. Full Louis covered heel $6.50 
Newest Pump Last—very flexible 


These shoes are offered only 
in even dozens on a width. 
In the following size runs: 
A, 4 to 8; B, 3 to 8; C, 2% 
to 8; D, 2% to 8. Terms 
2%10. Net 30 days. Try 
a dozen. We pay express 
if unsatisfactory. 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 


No. 11—Fine Recsis Calf 84-inch, % Fox 
Lace. Pinked vamp and tip with perforations 
blind eyelets, white fairstitch, 10-8 military 
heel. Stylish street last $6.50 


No. 1—Black Kid 84-inch, 3% Fox Lace. 
Fudged edge, perforated vamp and tip, blind 
eyelets, 14-8 Cuban heel. New last 50 
No, 2—Same as above in Brown Kid.... 6.50 


Neo. 9—Same as above in Fine Ronis Calf 
with white fairstitch $6.50 


BOSTON OFFICE 
Rooms 404-5 
RICE BUILDING 
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cents per foot and top selections of 
colored kips 55 to 60 cents. Other 
grades and selections of calf and kip 
range downward according to quality. 
The best selections of buck leather are 
quoted at 70 to 75 cents and the lower 
grades accordingly. The matter of 
quotations on many grades of leather is 
purely nominal as it depends upon the 
amount wanted and conditions of the 
sale, but it is stated that there are some 
good bargains to be picked up at the 
present time if one has the courage to 
buy. Sales of cordovan, horse fronts, 
kips and veals compare favorably with 
other good grades of upper leather. 
Colored glazed horse ranges from 50 
to 55 cents per foot and the top grades 
52 to 60 cents. 

Sales of patent leather are not 
changed, although there has been more 
sampling of late. Full grain chrome 
tanned sides are quoted from 65 to 75 
cents and the lower grades from 40 
to55 cents. There is still a fair amount 
going forward on export demand, es- 
pecially to Latin-American countries. 

The sole leather situation shows some 
improvement, although there has not 
been sufficient new business to es- 
tablish standard quotations. Buyers 
are inclined to await a more ready pur- 
chasing of shoes before contracting for 
anything beyond immediate needs. 





MEMPHIS 
(Concluded from page 127) 

spent hunting and fishing in Mississippi. 
The Perkins Shoe Company, one of the 
oldest stores on No. Main Street, has 
completed handsome window changes 
on the Main Street side. Besides hav- 
ing men’s and women’s shoes from lead- 
ing factories, they also have a_first- 
class shoe repair department. 


New] Display Windows Installed 


The - Newark Shoe Store, So. Main 
Street,"near Beale Avenue, is equipping 
new display windows and modernizing 
their store which handles both men’s 
and women’s shoes. Mr. Reeves re- 
ports very good September trade. 


Located in New Store 


Halle’s at 105 So. Main Street are 
now located in their new store, one of 
the most beautiful in the South. There 
are an arched entrance, tiled floors, 
plate glass and bronze work. The first 
floor of the store is finished in Memphis 
ted gum, the cabinet work and show- 
cases being very handsome. The upper 
floors are finished in ivory. The first 
floor is taken up with the ladies’ shoe 
section and is operated as Heyman’s, 
Inc., Sam Heyman being the manager 
of this department. The line of shoes 
to be carried in ladies’ and growing 


girls’ shoes is that of I. Miller and 
Son’s, Inc., of Brooklyn, N. Y. 


Takes New Position 


Mr. Smith, for many years connected 
with the shoe department of the Flor- 
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sheim Shoe Company, So. Main Street, 
has succeeded to the position of manager 
of the shoe department of the Shop of 
Culture, So. Main Street and Monroe 
Avenue, made vacant through the 
resignation of Lawrence Hoard, who 
went on the road as a shoe salesman. 


Des Moines 


FALL SALES ON 


Boots and Oxfords Are Both Being 
Bought Freely 


The Des Moines shoe merchants 
have had the question of style settled 
for early Fall footwear. The women of 
the city have bought and are buying 
oxfords of brogue patterns and are also 
laying in a fairly good supply of boots. 
A good stock of spats have been put in 
by the retail dealers and the young 
women are especially insistent in their 
demands for nifty spats to go with their 
brogue oxfords. 

Special sales on low shoes are prac- 
tically over, though three or four stores 
are still holding belated “‘specials.”’ 


Harris-Emery Have Sample Special 


A large purchase of salesmen’s sam- 
ples is enabling the Harris-Emery shoe 
department to sell shoes of very good 
quality and late style at the low price 
of $6.95. This sale is attracting muck 


attention and a good volume of. sales 
is expected. 


Special $10.00 Shoes at Brunk’‘s 


Two full show windows are being set 
aside at Brunk’s Bootery—one for 
women and the other’ for men—each 
having ten styles of shoes and each pair 
selling at $10.00. Much stress is being 
laid on the fact that these shoes are 
tax free and combine the latest styles 
and best quality. 


Newspapers Comment on Prices 


The newspapers of the city are in- 
vestigating and reporting the fact to 
the Des Moines people that prices of 
new Fall goods are as high as they were 
last Fall. This is surprising the people 
in spite of the fact that they have been 
warned by their shoe dealers. The 
Fall displays seem to be more beautiful 
than ever and the shoe men are sparing 
no expense in making their displays 
really gorgeous. 


Lynchburg 


FALL TRADE GOOD 


Indications Are That Business Will 
Be Normal 

Local merchants are very well satis- 
fied with the way Fall trade in shoes 
has started off, and indications are that 
business will be about normal. The 
brogue oxfords with low or medium 
heels already are the biggest sellers of 
the new Fall lines, and it is predicted 
that the popularity of the low-cut shoe 
will continue unabated throughout the 
year. Every store is featuring oxfords, 
some with wing tips and numerous per- 
forations; others cut on plainer lines; 
while still more appear in two shades of 
brown. The narrow pointed toe pre- 
dominates, but there is a tendency to 
broadness and some oxfords are being 
shown with decidedly square toes. 

Low shoes will be worn this Winter 
more than ever before, merchants say, 
and far more than half of the shoes 
shown are of low cuts. Spats will be 
seen, especially as the weather grows 
colder. For sports, business and street 


wear the low and medium heels are 
proving popular. Several stores are 
paying particular attention to the 
young folks, in which line business is 
said to be rather brisk. 


RETAIL STOCKS LOW 


Manufacturers Having Difficulty 
in Filling Rush Orders 

According to local manufacturers, 
many merchants throughout the coun- 
try have permitted their stocks to run 
very low and are experiencing difficulty 
now in getting delivery on account of 
the railroad situation. Orders for Fall 
shoes, placed months ago, were can- 
celled when the break in leather oc- 
curred, and it has been impossible to 
deliver many orders that have been 
placed since. Reports to manufactur- 
ers from traveling representatives in- 
dicate that Fall business is starting off 
at a rather brisk pace, but the low-price 
shoe has assumed the place of popular- 
ity occupied by the high-price shoe 
during the last year or two. 





SRB NR 


et, SY 





BOOT AND SHOE RECORDER Sept. 25, 192 





eS ee a od 
sooo ee ee ee ee 


In A Poke 


The buying of advertising space 
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used to be buying “‘a pig in a 
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poke.” The quantity and qual- 


TURN PUMPS ity of circulation was shrouded 


IN STOCK 
Early Delivery 
WIDTHS AAA-C 
seciilions Kid, Alice, Wood 


x a 
981—Colt, Alice, Wood Lx.. 7.75 
467—Satin, Gaby, Wood Lx.. 7.25 


UPHAM BROS. SHOE CO. 


Stoughton, Mass. 


in mystery and often the bag 
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was tied against investigation. 
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That day has passed. The ad- 


vertiser no longer depends upon 
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“mere claims.”” The Audit Bu- 
reau of Circulations has untied 
the [strings to the sack and the 


circulation of the better class of 
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publications is thrown open for 


the most searching scrutiny. 


In buying advertising space in 
the Boot and Shoe Recorder you 
are’not buying “a pig in a poke.” 
Our A. B. C. statements will 
stand the analysis of the most 


MoI IOC ee Ce eee ee ae 


30 ICI —— — = a aes 


exacting investigator. 














ee a eo oe os 
IOI te ae ee ee ae ee 








\AThe Season’s Finest 


| Will be your ver dict when you see the model illus trated. 
MI Al Building eres pleasing to look upon, of quality materials, 
i has long been a habit with us. 
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Remember that old 
selling phrase ‘One 
Pair Sells Another’ 
is as true today as 
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The shoe shown here is sure to be the 
leader in the style parade. Its pleasing 
outlines and unusual fitting pen ties will 

appeal to the conservative man as well as 
to the dapper sort ‘of chap, 


T. D. BARRY CO. 
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Merchants who care to please 
particular people find 


the best selling brand for 
either Sport or Dress wear. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors 
BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Chicago Office: Philadelphia Offue 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N Y. 








Sept. 25, 1920 


COVERING OHIO 


Walter W. Skinner with Lund- 
Mauldin Shoe Company 


Walter W. Skinner, who for many 
years has been in the shoe business is 
now covering Ohio for the Lund- 
Mauldin Shoe Company. Mr. Skinner, 
though young in years, is an old traveler 
and is well acquainted with most of the 
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WALTER W. SKINNER 
With Lund-Mauldin Shoe Company 


merchants in his territory. Mr. Skinner 
formerly represented the McElwain 
Shoe interests in Ohio, being connected 
with them for over nine years. 


With James Clark 
James Long has accepted a position 
as salesman with the James Clark 
Leather Company, and will take care 
of the house trade for a while. Mr. 
' Long formerly traveled in Tennessee 
for A. S. Kreider Shoe Company. 


WITH HELMERS-BETTMAN 
E. H. Sonfield, Jr., Covers Texas and 


Louisiana 


E. H. Sonfield, Jr., will represent 
Helmers-Bettman & Co., makers of 
men’s shoes, Cincinnati, this Fall. He 
will cover the states of Texas and 
Louisiana. 

Mr. Sonfield’s father has been con- 


E. H. SONFIELD, JR. 


nected with this concern for the past 
eight years, covering the same territory. 


Spencer Assists Yater 


Walter B. Yater, traveler in Ken- 
tucky, West Virginia and Virginia for 
the McElroy-Sloan Shoe Company, 
St. Louis, having more territory than 
he could handle, has been given an 
assistant in the person of James Spencer, 
a young man who has had considerable 
experience. 
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JOHN B. BRENNAN HOME 


Arrives at New York this Week with 
K. C. Pilgrims 


John B. Brennan, senior salesman 
for Richards & Brennan Co., Ran- 
dolph, returned home this week with 
the Knights of Columbus pilgrims. The 
party landed in New York, September 
21, the trip being made on the French 


JOHN B. BRENNAN 


Senior Salesman for Richards & Bren- 
nan Co. 


Liner Lafayette. The Knights car- 
ried to this country greetings from 
the Pope and the French Govern- 
ment. 

“The Boot and Shoe Recorder’’ re- 
ceived a card from Mr. Brennan, dated 
September 9. At that time he was in 
Luzerne and the Rigi. The card read: 
“TI hope that the shoe business is as 
prosperous as I feel ‘at this writing! 
Greetings from Luzerne.” 
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This Timely Number 


In Stock 
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Black Kid 


Goodyear 
Welt 











OOK at the last and the heel on B bine style spells sales, for there are 


this boot. more women, as you know, who 


The drawing was made with extreme 4! looking for a shoe of this type. 
care, that you might see these most 
important features of the shoe exactly 
as they are. 





Every number in our stock has been 
chosen for salesmaking quality. 
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If You Haven’t Received Our New Stock Catalog---W rite 





Williams, Clark & Company — 


Women’s Welts Exclusively 
Factory at - - Lynn, Massachusetts 
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a 
James H. Price with Duttenhofer- 
Stevens Company 


James H. Price, formerly with the 
A. J. Bates Company of Webster, 
Mass., recently became associated with 
the Duttenhofer-Stevens Company in 
the capacity of sales and advertising 
manager. Mr. Price has been on the 
road for the past twenty years. He is 
especially well-known by a large num- 
ber of buyers in the south. He also has 
man, friends in the city of Chicago and 
throughout Ohio. The two brothers of 
Mr. Price, O. W. Price and O. F. Price, 
are also associated with the Dutten- 
hofer-Stevens Company, both being 
members of the salesforce. O. W. 


JAMES H. PRICE 


Price covers the states of Pennsylvania 
and Michigan while O. F. Price takes 
care of the southern territory. 


WALKOVER MEN CONFER 


Semi-Annual Meeting of George E. 
Keith Company 


The semi-annual meeting of the 
George E. Keith Company salesmen 
was held at the concern’s plant in 
Brockton recently, with an attendance 
of executives, superintendents and fore- 
men of the various factories totaling 


about 200. New samples were exam- 
ined, discussions were held and talks 
given by heads of various departments as 
well as salesmen. These included: C. E. 
Moore, director of production; W. 
Everett Shaw, head of the order depart- 
ment; Walter D. Leach, men’s sample 
department; Frank E. Packard and Wil- 
liam A. Farley of the women’s sample 
department; Arthur J. Chase, head of 
the stock department. The salesmen 
who took part in the discussions in- 
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cluded: G. H. Wilkins, E. B. Carr, 
H. R. Churbuck, Dean Stover, W. D. 
Pitcher, C. L. Taber, J. J. Condon, C. 
J.. Porter, John F. Packard, O. O. 
Footner, the two latter of the foreign 
salesforce. 


Message from President Keith 


A feature of the George E. Keith 
Company conference was a cable from 
President Keith from Lucerne, Switzer- 
land. An answer was sent from the 
salesforce pledging redoubled efforts 
for the coming season. 

A telegram was read from George 
H. Young, a veteran member of the 
Walkover salesforce, who resides on the 
Pacific coast. Louis H. Carr, general 
superintendent of the men’s factories, 
and W. L. Merrill, general superintend- 
ent of the women’s factories, spoke, 
giving details in reference to standards 
of shoemaking. 

G. H. Leach, head of the credit de- 
partment, summed up the topics dis- 
cussed during the meeting. Walter E. 
Johnson, assistant treasurer, told the 
salesmen of the problems in that de- 
partment. Treasurer Harold C. Keith 
was the final speaker. He gave a stir- 
ring talk regarding the ideals and pur- 
poses of the company. The convention, 
which covered several days, was con- 
cluded by an entertainment, also a 
clambake at a nearby Summer camp. 
All the Walkover salesmen are now in 
their respective territories with Spring 
samples. 


AULT-WILLIAMSON HUSTLERS 


Roster of Salesmen Booming “‘Con- 
stant Comfort’’ Line 


Ault-Williamson Shoe Company men 
are now in their territories with the 
new ‘Constant Comfort” line of shoes 
for women. The names of these 
hustlers and territories covered are as 
follows: 

G. A. Campbell, Ohio and West 
Virginia; J. T. Carroll, Delaware, 
District of Columbia, North and South 
Carolina, Virginia; E. E. Davis, Penn- 
sylvania; A. J. Eastham, Texas, Okla- 
homa, and part of Kansas; H. N.Greene, 
New Mexico, Arizona; P. R. Howard, 
Michigan and Wisconsin; W. S. Johns, 
Pacific Coast territory; Gordon Mc- 
Daniel, Florida, Alabama, Georgia and 
Tennessee; A. J. Minshall, Maine, 
Massachusetts, Connecticut, Vermont, 
New Hampshire and Rhode Island; 
W. C. Olds, New York and New Jer- 
sey; H. O. Ramlose, Kansas, Missouri 
and Iowa; W. L. Ramlose, Kansas, 
Missouri and Iowa; O. L. Rappleye, 
Illinois, Indiana and Kentucky; E. F. 
Smith, Mississippi,Arkansas and Louisi- 
ana; Fred Snyder, Minnesota, North 
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and South Dakota and Nebraska; H. 
W. Jones, Utah, Wyoming, Idaho, 
Colorado; R. A. Curtis, Los Angeles, 
and suburban towns; C. Childs, South- 
ern California; L. T. Roberts, Washing- 
ton and Oregon; M. Anderson, Pacific 
Coast territory. ‘ 


Now With Marion Shoe Company 


Frank W. Curtis is receiving the 
congratulations of his many friends, 
having been appointed Chicago repre- 
sentative of the Marion Shoe Company, 
Marion, Ind. ‘Frank’ knows men’s 
shoes thoroughly from every angle. 
For years he has sold representative 
high-grade men’s lines, always in Chi- 


FRANK W. CURTIS 


cago and suburbs. Few shoe men are 
better and more favorably known to 
the trade. Mr. Curtis spent a day at 
the factory last week and returned en- 
thusiastic over the Marion Combina- 
tion of ‘‘Western Quality and Eastern 
Style.” 


Boyd-Welsh Hustlers 


Ollie B. Becker, formerly buyer for 
Wm. Barr Dry Goods Company, The 
Grand Leader, also Brandt Shoe Com- 
pany of St. Louis, Mo., and more 
recently with Thomas G. Plant Shoe 
Company of Boston, is now connected 
with Boyd-Welsh Shoe Company of 
St. Louis as traveling sales manager in 
the southern department. Mr. Becker 
is calling upon a number of this com- 
pany’s largest accounts in the large 
cities in the Southeast, South and 
Southwest. 

Boyd-Welsh’s scope of operation has 
become so extensive that it is neces- 
sary for them to have a traveling sales 
manager in the Eastern Division in the 
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Leather Trimmed Keds Stand 
the Hardest Wear 


All over the country, boys have found that 
leather trimmed KEDS are just the shoes they 
want. They suit the summer job—the vacation 
trip—outdoor sports and any knockabout wear. 
Cool, light and comfortable. These KEDS have 
the sturdiest fabric, resilient rubber soles, and 
leather reinforcements where the strain is most 
severe. 


Dealers find in this, as in all types of KEDS— 


ideal shoes to build up trade satisfaction. KEDS . 


are America’s most popular fabric footwear. 
There is a nation-wide appeal for the KEDS line, 
which includes a shoe for every person—a style 
for every purpose. A full stock of KEDS will 
guarantee every dealer a large amount of plus 
business. 


United States Rubber Company 
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on of Jim Stoner, who has been 
selling Boyd-Welsh Process Shoes for 
a number of years. 


On Pacific Coast 


Boyd-Welsh Shoe Company’s travel- 
ing sales manager for the Pacific Coast 
states is James A. Dougherty, who has 
been connected with the Boyd-Welsh 
Shoe Company for a number of years. 
Mr. Dougherty is universally and favor- 
ably known on the Coast, not only as 
one of the pioneers in women’s high 
grade shoes among the large retail mer- 
chants, but has the added distinction of 
enjoying the universal friendship and 
confidence of all the trade upon whom 
he has called for years. 


McEwin Assists 


J. Charles Schwenk, formerly with 
A. E. Nettleton Company of Syracuse, 
N. Y., later in the retail shoe business 
in St. Louis, who has been selling Boyd- 
Welsh Process Shoes in Oklahoma and 
Texas for a number of years, has in- 
creased the accounts in these States to 
such an extent that he has-found it 
necessary to have an assistant to cover 
a portion of his territory. F. F. Mc- 
Ewin has been appointed to this position. 
Mr. McEwin for a number of years 
was manager and buyer for the shoe 
department of Graham, Fagg Com- 
pany, Greenville, Texas, and is proving 
a valuable assistant to Mr. Schwenk in 
taking care of the requirements of the 
trade. 


OLDAKER SALES MANAGER 


Vice President of Jacobs & Thatcher 
Company 


There is no question of the great 
strength given to the already aggressive 
shoe manufacturing firm of Jacobs & 
Thatcher Co. of Brooklyn, makers of 
women’s shoes in welts and turns, as 
well as sport shoes and riding boots, 
by the entrance into that organization 
of A. E. Oldaker. 

Mr. Oldaker has been made a vice 
president of the company, co-operating 
in the active work with C. F. Thatcher, 
treasurer, and E. W. Jacobs, secretary. 
Mr. Oldaker’s work will be the manag- 
ing of sales and advertising, as well as 
personal contact with the large ac- 
counts in New York, Philadelphia, 
Baltimore, Washington and Pittsburg. 


A Style Expert 


Mr. Oldaker is perhaps one of the best 
known shoe men in New York ‘and has 
not alone a host of friends’ among the 
larger trade in the metropolitan dis- 
trict, but enjoys an extensive ac- 
quaintance with prominent shoe men 
all over the United States. His long 
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experience in the shoe trade coupled 
with a faculty for digging into details 
has given him an intuitive knowledge 
of shoe requirements and of style trend 
as well as the business problems of the 
shoe man. 

Mr. Oldaker has developed some 
very unique plans of publicity in 
connection with the lines with which 
he has been associated and this ability 
will unquestionably be exercised in his 
new connection. 


EMERSON MEN ENTHUSIASTIC 


Semi-Annual Factory Meeting Cov- 
ered Fifteen Days 


' Enthusiastic over the improved con- 
ditions in the shoe business and con- 
fident that the coming season will be a 











FRED E. DUDLEY 


Who Travels Northern Kansas for 
McElroy-Sloan Shoe Company, St. 
Louis 








profitable one, the Emerson salesmen 
closed their semi-annual factory meeting 
September 18, after fifteen days of 
conference and good times. 

The general session which was held on 
September 2 was presided over by 
President H. T. Drake, who discussed 
the problems of the coming season; the 
new styles and lasts which have been 
added to the Emerson line. 

“In all my years’ experience,” said 
Mr. Drake, “I have never seen as com- 
plete a line as you salesmen are taking 
with you this season. There are all the 
new shades and varieties of leather, all 
the latest styles of lasts and patterns, 
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and several new departures in the art 
of shoe making.” 


Arch Belt Feature 

The new Arch Belt feature which is 
being shown in several models was 
described in detail by Mr. Drake. The 
inside of the innersole has been cut in 
very deeply, and the upper pulled in to 
meet it. This forms a belt of leather 
which fits snugly up into the arch, giv- 
ing both support.and instep comfort. 
The Arch Belt is shown on the two new 
lasts, the Resolute and the Harvard, 
as well as on eight of the old favorites. 
Samples made up in the light colored 
tan and also the new Titian color are 
included. 

Seven New Men 

It was announced that seven new men 
have been added to the already large 
Emerson salesforce. R. A. Gillilan of 
Portsmouth, Ohio, formerly with the 
Excelsior Shoe Company and the Marion 
Shoe Company, will cover Kansas and 
Missouri. J. W. McMahon of Danville, 
Illinois, will carry the Emerson line into 
Illinois. He has previously been con- 
nected with the Homer Shoe Company 
and the Hurley Shoe Company. E. 
Hoegner, Jr., of Chicago, and Joseph 
Marhefka of New York, who have had 
considerable experience in Chicago, will 
take care of the Emerson trade in that 
city. Louis Sipkins of Minneapolis, a 
man of experience, is to take the Emerson 
line into Minnesota and Wisconsin. C. 
L. Davis, an old Emerson man, will re- 
turn to cover a large part of the Western 
coast; from Lower California to British 
Columbia. J. H. Tremble of Dorchester 
has been chosen second man in Indiana 
and Michigan, and comes to the Emerson 
company well recommended. 

Al. Carlisle, who covered Pennsylvania 
last season, has been transferred back to 
his old territory in Indiana and Michi- 
gan, while Frank Supple has been trans- 
ferred from the Western Coast to West- 
ern Pennsylvania. 


Annual Outing Held 


The annual outing of the salesmen was 
held at Readville during the Grand Cir- 
cuit races. The men were the guests of 
Ralph T.. Millett, Secretary of the New 
England Racing Association, who pre- 
sided at a luncheon served at the Read- 
ville Club House. 

Just as we are going to press comes the 
first order from the dean of the Emerson 
sales force, “‘Les Hunt,” the grand old 
man who travels New York State. It 
calls, to be exact, for $2289.80, an in- 
crease over last season. Good boy, Les, 
good news. Let the good work go on. 
It shows the Emerson line is right and 
that the merchants are in the buying 
mood if they see what they want for 
their customers. ti 
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What Has an Acorn to Do with Shoes? 


“T’ll give up,” you'll probably say. 
Let us see. 


In every welt shoe there is a cork filler be- 
tween the innersole and outersole, and in 
millions of shoes you find cork innersoles 
and corkslip insoles. 


Now where does cork come from? 


It traces its beginning to an acorn—an acorn 
which later develops into a giant cork oak 
on the mountain side in Spain. From oak 
trees of this kind, cork bark is taken, and it 
is this material that is used so widely in shoes. 


Cork is selected for its cushion-like texture, 
and its tough, flexible, waterproof qualities. 


Its use means comfort, ease in walking, and 
dry feet. The finest leather, due to its 
porous nature, will absorb water. Cork, on 
the other hand, repels moisture. Summer 
and winter the wearer enjoys foot comfort. 


Light, springy, pliant, waterproof, squeak- 
proof and durable—cork has won an en- 
viable place for itself in making better shoes. 


And the shoe that contains a cork innersole 
possesses advantages which cannot be found 
in any other footwear. That is why more and 
more retailers are specifying Korxole (cork) 
innersoles in new shoes. They want shoes 
that can sell easier and give better ‘service. 
Write today for Plan No.5—Cork as Selling 


Feature.” 


Armstrong Cork Company 


133 Liberty Street 


Lancaster, Pa. 


Branches in the Principal Cities 
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"sew works of science or ari are handsomer or more enduring than a perfectly 
arched Bridge. As nothing else in the world, beauty combines with strength and 
creales per ever pleasing lo the eye—rendering service indefinitely- 























=> Are you fitting your 
—— customers’ FEET, or only 
S their TOES? 


One of the greatest of all retail shoe problems has beenfto properly fit the 
man with extra slim type of foot. Shoes narrow enough are easy to find. 
But good-looking shoes long enough for the foot’s most important part— 
ITS ARCH—present a constant difficulty. Because shoes of ordinary 
construction have to be fitted from toe to heel. When really long enough 
for the foot-arch they are so absurdly long in the toe that your customer 
will not wear them—and you are forced in self defense, to provide shoes 
that are necessarily too short for the ARC H, and ruinous to the feet. 


This and many other “‘hard-fitting’”’ problems can now forever be elimi- 


nated in your store by 
CHP pc PRESERVED Not the Toe 


—— for MEN but the ARCH 


is what really creates comfort or dis- 

comfort in a shoe. When shoe-shank 

THE FIRST AND ONLY SHOES MADE AND FITTED TO THE EXACT — fomiort in & shoe. Nien io rays 
LINES AND PROPORTIONS OF EVERY NORMAL FOOT. FITTED, a man’s toes will take care 


The inside spaces of this shoe are made to correspond with the space demanded by of themselves! 

the most important part of the foot—ITS ARCH. You measure and fit it to a That is why such a slender, aristocratic 
customer’s foot in the new, easy and always-eract way—FROM HEEL TO BALL. shoe as the ARCH PRESERVER 
This vital portion of the shoe is lengthened and the toe-to-ball portion shortened. A hii thie dos ta eek te ee 
patented steel shank is moulded up to the exact inner angle of the foot-arch and # 7 = 
securely anchored at both ends—like a Bridge. It takes the foot in a snug, comfort- anybody without the least bit of 
able embrace and provides.the firm, even, unbreakable tread-base it ought to have: “pinching.” 

fa handsome, enduring shoe that fits the whole foot, hold its shape, and “Keeps feet There's a style for every preference 

it.’ “ a 
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ARCH PRESERVERS are revolutionizing all the 
old standards of shoe-making and shoe-fitting 
so blindly clung tofor years. We havea full line 
of pleasing styles IN STOCK and ready to 
ship AT ONCE. 


Send for Catalog and Prices. 


E. T. WRIGHT & COMPANY, INC., Rockland, Mass. 
A a 





















Ory v2 their good old 
ow shoes away too 
|soon: There's comfort left in them- 
you can supply a new appearance. 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired — they are remade 
with all the fine appearance of new shoes. sages 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 


teach their operation and give the full benefit of Goodyear Service. 
Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


. °*e 7 
United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 
(18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
Chicago New York Brockton Milwaukee Rochester Lynn 
,1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
Se. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 
301 American Casualty Building, Reading, Pa. 
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THREE QUICK 


SELLING STYLES 
IN STOCK— 



































BLACK SATIN (5) 


BLACK SATIN 
EYELET OXFORD 


BOW PUMP 


IMMEDIATE DELIVERIES 


This is all profitable merchandise for dealers to have. There are three 
styles (two illustrated). A Patent Leather Opera Pump. A Black 
Satin Tailored Bow Opera. A Black Satin Five Eyelet Oxford. 
Each shoe has a 9-inch fine sole and carries a 19-8 Full Louis Heel, 
steel doweled and aluminum plate. Widths AA-C. Sizes 2/4 to 8. 





Write, wire or phone for samples and prices. 


KIMBALL & SHERMAN CO 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 


S 
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LINCOLN SHOES 


for 
BIG BOYS BOYS LITTLE MEN 
IN-STOCK FOR IMMEDIATE DELIVERY 


3204—Boys’ Gun Metal Bal., Mat Top, 


1-2 D. S., M. S., Cornell Toe, 1-6, D and 
E wide. Price 





SST ARE ROE RIE BEE RN me 


3306—Boys’ Gun Metal Bal., Mat Top, 
NEOLIN Sole, Full Sole-Leather Middle 
Sole, Cornell Toe, 1-6, D and E wide. 


Price $3.10 A full line of Good- 
year Welts and Mc- 
Kays in Black and 
colors carried In 
Stock. Write for 
copy of FALL 
CATALOGUE 


3402—Boys’ Chrome Gun Metal Foxed ° 3206—Boys’ Gun Metal Whole Quarter 
Blucher, 1-2 D. S., M. S., Tech. Toe, 1-6, 


Blucher, Mat Top, 1-2 D.S., M.S., Brown 
Price... .$3.50 D and E wide. Price............. G@.8@ 
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Toe, 1-6, D and E wide. 


MARSTON & TAPLEY COMPANY 


MANUFACTURERS 
DANVERS - - MASS. 
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7 aS LATEST STOCK STYLES 


FALL FOOTWEAR 











FOR MEN 


























Aberirrn 








Style No. 606 ’ a Style No. 605 
Tan Norwegian, Pinked and i = wegian, Pinked and 
Perforated, sD ecreaiaht Sole. Perforated, Overweight Sole. 
ABERDEEN LAST ABERDEEN LAST 


These Shoes are Carried In Stock Ready for Immediate Shipment. 
A, B, 7 to 11; C, D, 6 to 11. 


M. A. PACKARD COMPANY 


4 BROCKTON, MASS. 


Boston Salesrooms: New York Salesrooms; 
60 South Street 127 Duane Street 
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No medieval coat-of-arms signifies attributes more worthy 
on the part of the recipient than does that modern coat-of- 



































arms—the 


NEW CASTLE Trade Mark 



































































































































You can absolutely rely upon NEW CASTLE KID for the 
utmost of value and merit in finish, feel and service. It’s an 
honest leather, honestly tanned and honestly sold. It 
insures results that win sales and satisfaction. 


BLACK WHITE COLORS 































































































New Castle Leather Company, Inc. 
NEW YORK 


MONTREAL, CANADA BOSTON CHICAGO CINCINNATI 
and the Principal Leather and Shoe Centers Everywhere - 
Factory : Wilmington, Del. 
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One Button Cut Out 
Strap Pump 


Made up of all black 
ooze leather, on our 73 


last. Ask for our style 
No. 267. 


TRADE (2) MARK 
ANA 


Growing Girls’ Patent 
Leather Seamless 
Turn Pump 


These shoes represent 
the very newest pat- 
terns. 


wood military heel. Solid leather 
shank piece. Retailing at $7.00. 


Made in our No. 2 factory, known as 
the Granite State Shoe Co. 


Emery & Marshall Co. 


CHARLES L. MARKS WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern Territory with Thr otha - nc cere West Office at 183 Essex St., Boston 

New York — LARRIE H. SASS 
1008 Marbridge Building . On the Pacific Coast 
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Buyers’ Easy Reference Directory 


No. 7177 
IN STOCK 
Black Kid. 8 incb Polish, 


Cuban Heel, Flexible 
Goodyear Welt, B to E. 


$6.00 


Bluestein Bros. 
173 Summer Street 
BOSTON, MASS. 





No. 7177 








SHOEMAKING 
EXPERIENCE 


EM 
Pode BASREY | 


HARNEY, TRACY, CREHAN CO. 
FACTORY: 589 ESSEX ST.,LYNN.MASS. 
BOSTON OFFICE: 10 HIGH STREET. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
if he does not. cead Bediioh, bie cbeulé bo written to 


his own language. Make ii easy for him to 

your message. 

Our business is to translate English into Freach, and 
vice versa. Not only letters, but catalegs, brochures, 
pamphlets, ete. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boyleton Street Besten, Mass. 











Trade-marks in Foreign 
Countries 


Do you Realize the Im: of 
sate y Cate, Basics, Sdéuth American 
ong in Berens, Ace Africa? 
Countries award exclusive trade-mark rights 
fp Wake game ce sash & De Gest eqemenst. ive of 
use by another. This allows piracy valuable 
ks in such countries. 
Shoe Recorder maintains a Patent and Trade- 
Department 
tions Ri 
as well as 
and Shoe Recorder Patent and Trade-mark Depart- 
207 South St., Boston, Mass. 


your Foreign 
tries and 


R. A. CHENOWETH & CO. 


147 Lincoln Street, Boston, Mass. 
Migrs. of TOP GRADE TURNS 


J ; A 
Winning Style 


lea 


Blind Eyelet 
Shoe Laces 


y 

Their extremely : fine appearance is 
backed up by tbeir splendid wearing 
qualities. The utmost value in shoe 
laces. 

Asks your jobber. Write us for samples. 
The Narrow Fabric Co. 

~s READING, PA. 


IUFASHOND 


FABRIC TIP 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
St. Marys Mit. Jewett Burke Muskegon 


383 Summer St., Beston, Mass. 














Boudoirs In Stock 


Direct from Manufacturer 


High-Grade Black Cabretta 

Hand Turned Boudoirs, bound 

edge quilted sock lining, large 
silk pom-poms, 4-8 
heels, good grade 
soles. Sold in 36- 
air case lots only. 
izes 31% to 8. 
Price..........$1.60 
Terms: 4% 10 days, 
net 30. 


Salem Shoe Co. 
Salem, N. H. 
Remember it’s New Hampshire 


No. 2656 
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010—Black Kid 
050—Brown Kid 
060—Brown Calf 
070—White Reignskin 





SOCKET-FIT SHOES 


For Men and Women 


Satisfy every requirement of the Y. W. C A. 
in their National Publicity Campaign for Bet- 
ter Feet through More Sensible Shoes. The 
following features of Socket-Fit Shoes meet 
their entire approval: 
(1) Broad Low Heel 
(2) Proper Fitting Arch and Heel 
(3) Flexible Shank 
(4) A Last which properly Balances Weight 
of Body and Corrects Improper Walk- 
ing and Standing. 








Carried in Stock AAA to EE 





aan | 


FAR SUPERIOR TO ALL OTHER SHOES 





40—Black Kid 
50—Brown Kid 














Take advantage of the tremendous sales impetus which the Y. W. C. A. 
campaign will give. Write today for agency proposition. 


STOVER & BEAN COMPANY 


LOWELL, MASS. 





Stock No.100 Black $1.60 
Stock No.101 Red = 1.75 
Stock No.102 Tan 1.85 


ONE-STRAP 
SANDAL 
7-8 HEEL 

$2.25 





BOUDOIRS 


In Stock: DANDY ANN SLIPPERS 


Slippers That 
LOW HEEL Are Right 


Sales increasing every day, as we 
give best value on the market. 
BLACK CAB—TURN SOLES 
2% TEN DAYS 

T 30 DAYS 


Orders shipped same day received 


TWO-STRAP 
9-8 Heel 
WITH $2.35 


RUBBER HEEL 
$2.35 All sandals made either high or low heel 


THE BAY STATE SLIPPER CO. Dept. 10 HAVERHILL, MASS. 


MARY 
JANES 
7-8 HEEL 
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The Simple Way —The Easy Way 
—The Perfect Way 


is forming up your boot tops with “AJUSTO” Boot Top forms 
and your overgaiters with “AJUSTO” SPAT Forms. Every 
boot in your window will have double attractiveness and double 
sales value if fitted over ““AJUSTO” Forms. Adjusted in your 
shoes in a jiffy. Will last for years. No springs to get out of 
order—no screws to adjust. The slide does the trick—it expands 
the form and removes all unsightly wrinkles. The cost is small 
but results are great. Price $3.00 the dozen, f. o. b. W. Somer- 
ville, Mass. If your jobber cannot supply you, order direct. 
Model No. 2 for A and B width boots. odel No. 3 for C and 
D widths. Model No. 5 for Spats, sizes 1 and 2. 


U. S. SPECIALTY MFG. CO. 


DEPT. A 


Form Before Shoe Is Laced (Formerly of Pittsburg, Kansas) ted Over “‘Ajusto” Spat Form 








PMO SLMS Le Le LE 9b 
= = SHOE FINDINGS THAT ARE PROFITABLE! 


“*The Frolt Stitchdown 
that has made good,’’ 


Built with the two es- 
sentials in children’s 
footwear in view—good 
looks and sturdiness. 


IN STOCK 


—No Tacks 

—No Nails 
Note the Button and 
New Prices Lace. Foot- 

form Last. 


“ SILVERITE ”’ 
Wool Soles— Bound and Cord Edge 
HEEL Cushions, Insoles—HEEL Linings 
Write for Catalogue and Price List 


L. G. & S. S. CO., Mfgrs., 81 High St., Boston, Mass. 








Trade-marks in Foreign 
Countries 


Cordo Lotus........ 2.25 : 
Gun Metal......... 2.15 Gun Metal......... 2.45 


TRUITT BROS., Ine. 
BINGHAMTON NEW YORK 


OTOH OLR TE OLR LL © 1 


HUB GORE---Romeos and Juliets 


ARE THE STANDARD—. 


THEY. SELL 
HUB GORE—INSURED 


FOR TWO YEARS 
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TRADE 


EVERLASTIK, Incorporated 
HUB GORE MAKERS 
BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 
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A Cross-Section of Merchants’ Opinions 






What the Merchants of Michigan Think About “Telling the Public,’’ “Re- 
Adjustment,’’ Shipments, Orders and a Most Interesting Discussion 
on “When to Buy’’ “From the Floor’’ at Kalamazoo 


statement of facts to the public is necessary. 

Tell them that we are averaging our cost with 
the merchandise on hand, together with the new 
merchandise coming in, and only charging a legitimate 
per cent of profit over the average cost and all fair 
minded people will consider that as only fair, and good 
business. But they want the facts, to know we are 
not profiteering. 


J BURTON, Lansing: I honestly believe a proper 


Keep Stocks Well in Hand 


From the standpoint of the shoe merchant, I be- 
lieve if there was ever a time to go careful it is right 
now. There never was a time when we should have 
our stocks so well in hand as at the present. There 
never was a time when we should live up to the old 
saying, “Plenty of sizes and few styles” as at present. 
Pick your best bets and keep them well sized up. 
This is a time for volume on sure things. You can 
afford to lose sales on too many novelties that you 
may have to carry over. 

It is my advice to the retailers to-cut their invest- 
ment to the lowest possible number of styles and 
carry sizes in fewer styles for accurate fitting. In 
other words, keep your stock down to the lowest 
mark without doing injury to your business. 


Storehouse of the World 


However, you can put me down as an optimist on 
this country. We have the natural resources, the 
cotton, the oil, the coal and food and many kinds of 
minerals. We are the storehouse of the world and the 
world must look to us for its needs. The people have 
more money than they ever had before and business is 
still good, although there is more uncertainty than 
there has been. Certain conditions are unsettled. 
Nevertheless, I believe there is a strong future for 
business generally, for we are a long way from being 
caught up to the demand. But it seems to me it is a 
time to go careful, for I believe prices are at the peak 
and may go down some, but gradual. It seems cer- 
tain that there will be no further expansion in busi- 
ness. Readjustment is in order, but it seems the 
readjustment will be on a firm foundation, and fol- 
lowed, from all I can read and learn, by a succeeding 
period of prosperity. 

It is true there have been declines in leather, hides 
and raw wool prices, but many of them without jus- 


tification in the market itself. A good deal of it is 
caused from the newspaper propaganda and the 
general agitation going on over the country on the 
high prices, etc. Otherwise, prices are sustained. 


Ship Early—by Express 


Right now one of the most serious conditions we 
have to contend with is transportation. To overcome 
this the best way we know, at our store in Lansing, 
is to order our goods early, to come in by express. 
For the present there is no freight on our slate. 


I would suggest that retailers buy carefully for a 
period, covering their wants only and not attempting 
to buy for a full season’s requirements, enabling them 
to take advantage of any changes in the market that 
may occur. 

Now I am here to listen and to learn myself. I 
would like to ask a few questions 

As a general rule do you think that people have more 
money than they have ever had before? 


Unanimous on “‘More Public Money”’ 


MR. FRANK MEYER: Certainly they have 
more money than they ever had before. 

MR. BURTON: Do you*think there is a strong 
future for business generally? 

. . . “Yes” from the audience. . . 

MR. BURTON: Are prices at the peak? 

. . . “Yes” from the audience... . 

MR. BURTON: We know there have been de- 
clines in leather but are they justified? 


The Sellers Tell the Buyers 


CHAS. 8S. GOODMAN: I don’t think that there is 
an over supply either in leather or shoes. It is just 
the general agitation. There are some lots of leather 
that can be picked up way below the market. 

MR. JAFFE: We have placed orders for certain 
leathers along in July to make samples and we 
haven’t received that leather yet. Other grades of 
leather for which we placed orders quite a long while 
ago we cannot get. The price on good grades has 
not declined over 5, 6, or 7 cents a foot. In the lower 
grades it came down but I believe it is due to agita- 
tion. 

MR. GOODMAN: There has been a lot of news- 
paper talk in regard to hides coming down. Let’s 
say that it takes four feet to cut a pair of shoes, and 
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BROGUE 
OXFORDS 


SUEDE 
THEOS 


FALL 
BOOTS 


IN-STOCK 


















Style 231 Style 279 












231—Black Suede Theo Tie, Cov. F’1 Louis Heel A—D $7.00 sible e Brogue Oxford, Im. Wing Tip, 

232—Brown 25 Nubuck Theo Tie, Cov. Full Louis r en fieel. POP bam ba <cnce a eee eee $5.50 

OS Nie ee ret ea ttre re 7.00 s80--Bare i eM Rt debs on 5.00 

g 233—Beaver 23 Nubuck Theo Tie, Cov. Full 273—Same in White Se RR IR I RANE EONS AS 5.75 
A ERR ae 7.00 218—Black Suede Oxfords, Plain Toe, Cov. Full 
260—Black Kid Theo Tie, Cuban Heel. A-D..... 5.00 Rimes PEM PUNE. i.o-s + v.b co's vik kee sae 
110—Black Kid Theo Tie, Cuban Heel. B-D..... 3.75 224—Black Pag Oxford, Im. Tip, Lea. Cuban 

261—Patent Theo Tie, Cuban Heel. A-D........ 5.00 Ns fos. Ul a sa 20 ss sce a em aawe 6.00 






219—Black Suede 2-Eyelet Tie, Cov. Full finds 


Heel. 
299— Black Suede Plain Pump, Cov. Full Louis 






Se as. imac ade boast Paws 5 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. Full 
Ri EE SM 2. os iw dbecbs o> baw be rf 







236— White Kid Theo Tie, Cov. F’1 Louis Heel. B—D 

235—Black Kid Theo Tie, Cov. F’] Louis Heel. B-D 
205—Dull Kid Theo Tie, Leather Louis Heel. A-D 
204—Patent Theo Tie, Leather Louis Heel. A-D.. 
109—Black Kid Theo Tie, Leather Louis Heel. B-D 


















Style 493 
















493—Patent 9-inch Lace, Mouse 


4 Fen. Lea. Louis Heel, Welt. Style 461 
A 














461—Black Kid 9-inch Lace, Lea. 
Louis Heel, Welt. A-D....$7.75 


463—Same Style, Im. Tip, tn 
A-D $7. 


433—Patent 9-inch Lace, Mouse 
Kid Top, Lea. Louis Heel. 
A-D.. - $6.50 
407—Patent. 9-inch’ Lace, Gra 
Buck Top, Lea. Louis Heel. 
TS PEED RR ere WG $6.00 459—Same Style, Extra ate 
. : WO: “RODS Sav cones cede $7.75 
i 491—Gray Kid 9-inch Lace, Lea. 
Louis Heel, Welt. A-D....$8.00 


ee 






















411—Hav. Brown Kid 9-inch 

te oye on, bon tga SHAT rine en Be 

a gg TOT 417—Mahog. Lotus ars ag, ps —— Pe — 

Lace, Be Buck Top, Lee. Louie Brogue'bect;Im-Wing Tip, AD ——Kaagy_ Les. Louis Heal, Wat, 

i8t--Patent 9-inch Lace, Dull 418—Gun Calf, 84-inch Bs 7 488—Mouse Kid 9-inch Lace. 

Top, Lea. Louis Heel. B—D $6.00 Lace, Im Wing Tic A-D..$7-00 Cov. Louis Heel. B-D....$8.50 
ne ee re ae Similar Styles With Military Heels 


Similar Styles With Military Heels 
Send for Complete List of High and Low Shoes That Are In-Stock 


THE BOARDMAN SHOE COMPANY 


BOSTON (9) 564 ATLANTIC AVE. MASS. 


—— — 
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they weigh two pounds. If you get that raw material 
free, without any charge whatsoever, it would only 
make thirty to thirty-five cents difference in a pair of 
shoes. 

MR. BURTON: How would you handle the trans- 
portation situation? Am I right in having it come in 
by express and come early? 

. “Yes” from the audience. . 

Mr. Wilson, would you consider it a wise policy to 
zo into the market and take advantage of any changes 
that may occur in the market? 

MR. WILSON: I am investing quite a bit of money 
in the railroads—buying railroad fares. My policy 
3 to buy small and buy often, continual buying. I 
,now this is not quite in harmony with the thought 
of the manufacturers. They feel that they want to 
get their orders semi-annually, if possible. Those 
days have gone by. There is no question of a doubt 
there. 

More Often Buying Predicted 


You traveling salesmen are coming to a longer 
road instead of a shorter one, I believe. I mean by 
that that you will make extra trips instead of semi- 
annually—probably quarterly, some of you still more, 
possibly. You don’t like to hear that. No more does 
the factory like to commence to realize that they will 
not be able to receive orders semi-annually. 

Nevertheless, gentlemen, I believe that that is the 
only coming way that the shoe retailer will be able to 
retail shoes successfully and profitably. 

The firm which I represent does not agree with me. 
Two years ago I had quite a session with them along 
this line. They said, “If you spread that kind of 
propaganda where will we be?’ I said, ““Why should 
I worry about you? I have my own worries with 
my community at home.” 


Buying to Keep Factories Active 


MR. JAFFE: We manufacturers have our labor 
organizations to think of. Do you realize that our 
firm has about 800 people working for us and we are 
about through now and if every merchant will assume 
the attitude you do, what will we do for our organiza- 
tion? Wouldn’t that make for our people to drift 
away? How will we keep our organization together 
and what will be the result when January first comes 
and you gentlemen clamor for shoes? 

At the present time there is an agitation going on 
for an increased wage—demanding approximately 
60 per cent increase. Assuming we only have to grant 
them 15 per cent or 20 per cent, we will work along 
for another two or three weeks, and then what will we 
do? 

I believe that every merchant in this country should 
place a certain amount of orders on staple goods and 
buy about 50 per cent of their usual purchases and 
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that 50 per cent should be strung along between 
November, December and January and leave the 
other 50 per cent for changes in styles, giving the 
manufacturer an opportunity to keep the organiza- 
tion together and do the work all along the line. 

The suggestion you have made here doesn’t agree 
with my views because it will be disastrous to you as 
well as to our organizations. We will have no help 
to make your shoes when you do place orders. We 
cannot make shoes in two or three days. It is three 
or four weeks before a shoe completes the run of the 
factory and the only way to keep the factory together 
is for you gentlemen to be conservative, yet liberal 
in a measure, to give the manufacturers a chance to 
keep their organizations together. (Applause.) 


Eliminate the Peaks in Production 


MR. MUFFLEY: I would like to hear from Mr. 
Creel of St. Louis, from the manufacturers’ stand- 
point. 


MR. CREEL: I can’t quite agree with our friend 
from Cincinnati on the order proposition. Our 
troubles as manufacturers have been largely brought 
about through overloading our manufacturing depart- 
ments twice a year. I think Mr. Wilson’s plan is a 
very good one. If everybody buys that way we will 
have orders that run on all through the year, every 
month. As it is now, and has been for some time, 
people buy for Fall and everybody wants their stuff 
in September and October. As a consequence we 
have been running two, three and four months late. 

There is no reason for this if everybody buys shoeS 
all the time, the year round. Then the factory can be 
kept intact. 

I don’t care to discuss the market. Everybody has 
their own opinion on that and it is a pretty uncertain 
proposition. 

I think if everybody buys as Mr. Wilson suggested 
the factories will run in very good shape the year 
round and you will get better deliveries. I thank you. 
(Applause. ) 

I predict we are going back to before the war regu- 
lations were put on. My lady just got a faint idea of 
how beautiful her wardrobe was completed by having 
properly attired feet. Unfortunately the war came on 
and Uncle Sam said that we must conserve. Therefore 
she was only allowed to wear black and brown of con- 
servative styles. Uncle Sam has withdrawn that idea 
now and my lady can have that which her little heart 
desires and goodness knows all of us want to give her 
everything that will please her. 

Now I find in the last six or eight months’ investiga- 
tion along this line that she wants pretty footwear 
to go with her beautiful gowns, gloves and hats and 
therefore with the buying that will confront us now 
we must buy carefully, sparingly and buy often. 








BOOT AND SHOE RECORDER 




















HE mark of distinction shown above is the guide of a merchant who demands maxi- 


bi gp at in QUALITY, STYLE and SERVICE. 


“EVERY PAIR A PICTURE” embodies consistent workmanship that permits him 
to merchandise at a minimum cost to the consumer who demands efficiency. 


We will continue a series of “Shoemaking as an art” displayed for your approval in 


“EVERY PAIR A PICTURE.” 


JACOBS & THATCHER COMPANY 


FOURTH AVENUE AND BALTIC ST. 


MAKERS OF LADIES’ FINE SHOES 


Just quality 
”T"mely style 


BROOKLYN, N. Y. 


Sept. 25, 1920 








131 Ic : — | | | 
ICICI 


— = lo a oe 
IOCOOOO Oe ee ee oe 


Constant service 


pe | te | 


= a as 
coco 1 


Ta 


or 


a a ae oe |e 
| as ats | ote | ete | mi) ms 


1 
Occ CIC 

















Providence 


FALL STYLES DISPLAYED 


This week saw new Fall shoes on 
display in several of the shoe stores 
and department store windows. Honors 
in the women’s shoes were divided 
among black calf, vici and brown 
shades, while black calf and cordovan 
predominated in the men’s display. 
Prices on the footwear contradict the 
prediction made a few months ago 
that shoe prices would be reduced with 
the Fall stock. Blacks and browns 
are believed to be the best bets. 


Sale Held at Jordan’s 


A “General Sale’”’ is in progress at 
Jordan’s store which opened about 
seven months ago. Since the opening 
day, business has been beyond expecta- 
tions. A new sign has been placed on 
the front of the building which reads 
“Watch Jordan’s Grow.” 


New Regal Front Installed 


Remodelling of the store front of the 
Regal Shoe Store on Westminster Street 
is now completed. The new “Standard 
L” front exterior is finished in natural 
copper while the background of the 


windows are finished in French gray 
to harmonize with the interior of the 
store trimmings. This renovation 
affords more window display space 
and makes the front of the store most 
attractive. 


Silverman on Road 


Charles Silverman, New England 
salesman for the Kescot Mfg. Company, 
left Sunday, September 12, on a selling 
trip which will cover practically all the 
large cities of Canada. Mr. Silverman 
states that buying the past month has 
been exceptionally quiet, but looks for- 
ward to a successful trip and better 
business conditions. 


Holds Sale of School Shoes 


At the “Modern Shoe Stores” of 
Providence and Pawtucket, owned by 
Beeckman and Moran Company, chil- 
dren’s school shoes are on sale and 
“big” price savings are being offered. 
Manager Abrams of the Providence 
store and Manager Moran of the 
Pawtucket store have had a steady 
demand for these shoes since the 
opening of school. 


Good Demand for Findings 


William Reynolds, Jr., shoe findings 
manufacturer and buckle distributor, 
returned on Saturday after an extensive 
business trip through the Western cities. 
Mr. Reynolds reports that his book- 
ings were beyond expectations in the 
findings’ line, with quite a heavy call 
for the new smaller sized rhinestone 
buckles for the latest strap effects in 
the Western cities. A demand for 
these new size buckles is also expected 
in the Eastern States, according to 
Mr. Reynolds. 





West Virginia 
Traveling Shoe Salesman Will Wed 
Baltimore Girl 


H. Stanley Reebling, traveling repre- 
sentative of W. J. Halle & Sons, shoe 
manufacturers of Baltimore, is in 
Clarksburg on business and is stopping 
at the Waldo Hotel. News of the en- 
gagement of Mr. Reehling to Miss 
Rose Bredenstein; a talented Balti- 
more debutante, preceded him to 
Clarksburg and on his arrival in that 
city, he was heartily congratulated by 
his Clarksburg friends. After their 
marriage in the early Fall, Mr. and Mrs. 
Reehling will probably make their 
residence in Clarksburg. 
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Advises Judicious Buying 


resident of Bleecker Shoe Company Suggests New 
Stock as Solution of Present Day Problem 


Miles L. Bleecker, president of the 
Bleecker Shoe Company, which spe- 
ializes in women’s shoes in stock, em- 
bhasizing novelty styles particularly, 
hiscussed the present situation a few 
lays ago with a “Reocorder’’ represen- 
ative. Mr. Bleecker said: 

“J realize that the situation in the 
hoe industry today is without a parallel 
in the history of the trade.. Unsettled 
onditions, both as to styles and prices, 
aye a tendency to bewilder the re- 


time for him to buy for early Fall and 
Winter, because with the holding off of 
orders by a great majority of both the 
wholesale and retail trade to a point 
where fulfillment would be impossible 
in time for opening business, the in- 
stock lines in many instances will become 
quickly exhausted.” 

Mr. Bleecker also stated that they 
have themselves increased their capacity 
by taking over two additional lofts in 
their building, which are now stocked 


MILES L. BLEEKER 


ailer in buying his Fall and Winter 
stock. 
“Good, common sense should be the 
guiding factor in the shoe trade today. 
he wise dealer will not buy recklessly, 
or extravagantly, nor will he allow un- 
settled conditions to deter him from 
mmediate, intelligent purchases of 
desirable new stock in sufficient quan- 
tity to provide for a normal, healthy 
Volume of Fall and Winter business: 
“The problems arising in the trade 
this Fall are largely those of the manu- 
acturer, who must provide the right 
tyles and materials at the right prices. 
“The retail dealer’s customers expect 
him to offer new attractive stock at the 
pening of the season, and now is the 


with a full line particularly strong in 
novelties, and more are coming into 
them daily. The present business shows 
that the retail trade is buying more 
freely than for some time back and are 
buying frequently. 





Cleveland ShoeTravelers 


The shoe travelers of Cleveland, who 
have been very active the last year, 
met last Friday evening at the sample 
rooms of D. W. Brill, local representa- 
tive of the Brown Shoe Company, 258 
the Arcade. At this meeting the men 
decided to join with their fellow travel- 
ers in other cities in a request for an 


additional one per cent commission on 
sales. 

The men with limited lines have been 
hardest hit, it was explained. 

They have been getting five and six 
per cent and now they say they must 
have seven in view of higher expenses. 
The retail clerks are paid seven per 
cent and their expenses are not to be 
compared to those of the traveling 
salesmen, it was asserted. 

It was explained that before the war, 
a sample room could be obtained at a 
hotel for $2.50 and $3.00 a day, now 
the price has gone up to $6.00. It now 
costs a man on the road approximately 
$5.00 a day for food, $4.00 to $6.00 for 
drayage, cigars and ehtertainment, and 
transportation with excess baggage 
are items to be added. Argument was 
made that a traveling man cannot get 
by on less than $15.00 to $20.00 per 
diem in these days of high prices. One- 
third of the business booked in the last 
year has been cancelled and that hits 
the traveler hard. 
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Metal Shoe Fitting Stools 
and Floor 


Mirrors 


No. 141 
Write for THE CHICAGO 
and Prices WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO, ILL. 











Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


COMPANY 
67 Randolph St. 
Chicago, III. 
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WANTED-Salesmen who know shoe trade in 

Greater New York, New Jersey, New York 
State and Connecticut with complete line of 
women’s, misses’, children’s, growing girls’ McKays 
and welts. Stock proposition. Salary and com- 
mission. Address K347, care Boot and Shoe 
Recorder, 127 Duane St., ‘New York. 


L&CAL man wanted to keep after our estab- 

lished trade in Virginia and North Carolina. 

Also one for our West Virginia and Tennessee 

territory. We have a strong line ry infants’, 

children’s, women’s and men’s, of which we 

manufacture. Fine o erypns 5 look or real shoe men. 
oe 











Address K349, care t and Recorder, 127 

Duane St., New York. 

RETAIL SHOE SALESMEN—Two posi- 
dees en an on oe force. y high- 


plea. APY. mL Calgrove K. W Watters Can 





Pa oe, New York jeer has opening 
three with trade 
through eat New vow. York a New 8 ear 
ive e 


work their territory close. Must be high 
calibre salesmen with established trade. 
Nothing but real producers need apply. 
Liberal issi Pp 
Line short, composed mn” sixty-five samples. 
Twelve numbers carried on the floor. Line 


can be carried in connection with another 


ative plan. 





short line. 


Season late, so give full references in de- 
tail in first letter, amount of sales, line 
now representing and territory covered in 
detail. Confidential. Address C222, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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a Ry Penneyivania, wi with yo 
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Ogden Shoe Co., Milwaukes, W ie 
Wirniesion D—Belcomen to oull on. 6 per cont com 

a medium-priced’ line of women’s 
~—, and McKays, carried in pon. for 





per cent, for 








Mone Virginia, West Virgi 
Kentucky, Ob Ohio, ~ Indiana, Michigen, Wis- 
on Wear and South Dakota, 


Coast. Only those ihat have have estab 
lished trade = can furnish referen 
Address C205, ag — and Shoe ‘Reserden 207 
South St., Boston, Mass. 

of Iowa, 


eee oe WANTED—For State 
shoes, in stock ay ® Mone dn gem 


poten anf for t man; 
bevy at, Calley Sate She Coe 
Omaha, N: 


terri 
pn me ny Af rg TN 
salesmen for grade Western, line of men’s 











be considered. 
Address C198, care Boot and Shoe Recorder, 189 
W. Madison S St., Chicago, Il. 





Sot romen' wanted to carry i 

i women’s felt =, and Indian moccasins; 
jisses’, children’s an: ants’ shoes. Six per a 

comsantaaton. open, F ennsylvania, 

and west. adders Cli S on care Boot and Shoe Re- 

order , 207 South St., Boston, Mass. 





SHOE SALESMAN WANTED 


For New York, Philadelphia, New Jersey 
and vicinity. We have an attractive propo- 
sition for a high pressure man to take on a 
side line of fine canvas footwear. These 
epee fibre-sole, fabric shoes are made 

patented process with the same ma- 
p A and over the same last as the finest 
mmission. am- 


leather footwear. 
Cambridge, 


bridge Rubber Company, 
Mass. 








SALESMEN WANTED 
Salesmen to carry as a side line a men’s 
fine shoe ee eee anes ay from 
manufacturer. Goods 


carried in stock. fees chan’ dualey a 
prospect. Commission — SA Give full 
—— of es carried in 





your first = All yg cee no ta 

confidential. Address C212, care Boot and 

> me Recorder, 207 South St., Boston, 
ass. 








Experienced salesmen in all ter- 
ritories to handle in stock line, 
Infants’ and Children’s Turns, 
popularly priced. Commission 6 
percent. Give experience, refer- 
ence. Address C208, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 

















HELP WANTED 


EXPERT Shoe Polish manufacturer oo 
of taking charge of out-of-town large 
Exceptionally bright future for right man. ,- 
ences - Replies treated confidential. 
Address C221, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
























SS salesman with experience in in 

a Ugns and “site appliances, 
Goods position for man. re ‘ 
Apply K. W. Watters, Buffalo, N ais 
























SHOE BUYER WANTED 

















Department Store Buyer 


Excellent position open for competent 
buyer of ladies’ and children’s shoes. 
Popular priced Pennsylvania department 



















































































store. Give details, experience, reference, Ret 
salary, etcetera, first letter. Trask, Pres- stock 
cott & Richardson Co., Erie, Pa. Leas. 
over. 
413 E 
LINE WANTED feseemees 
pyre pe ge or ae ge joe representative, 
a if i of children’s, misses’ and grow- C 
ing girls” + aah for California, Arizona and 
New Mexico on basis. Have been fi 
covering above territory for > al 
Can furnish Al references. Address C220, care We o 
| ma and Shoe Recorder, 207 South St., Boston, Mee © 
[EXPERIENCED shoe salesman, now selling the M: 
best New paaiend hee trade, w a thy Hato 591 8B 
office, is ‘or with manufac 
‘Address €202, care Boot and Shoe Recorder, 201 ———— 
South St., Boston, Mass. : 
We 
er othes 
FOR SALE Gn 
on 
FOR SALE—AT A a med GROSS Ba 
CANS OF TAN SHOE POLISH Direct BRO: 
from the manufacturer and pa: one dozen te 
box, 2 sizes: 144 oz. and 4 oz. containers. Wil 
sell in size trade lots or sacrifice entire 
ioe at lane Chase e008 of Oho aume. Samples 10 cents ee: 





Particulars on request. Fantus Brothers, Inc. 
525 S. Dearborn St., Chicago, Ill. 
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allied industries relating to shoes and 


Member of the 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS. U. S. A. 
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FOR RENT 


WANTED TO PURCHASE 





GHOE DEPARTMENT FOR RENT—Largest 
Department Store in Central State, city of 
150,000 population, will consider the leasing of 
their established women’s and children’s popular- 
_ d shoe department to responsible firm operat- 

shoe departments in other large stores, either 
= commission or a straight rental basis. Stock 
is clean and in on condition. This store caters 
to the trade. Address C219, 
care Boot and Shoe ; Recorder, 189 West Madison 
St., Chicago, Tl. 








HOE DEPARTMENT for rent in one of the 
best ae shops in Grand Rapids, Mich., 
on main Wonderful location. Responsible 
concern considered only. Answer, I. Sloane, 25 

W. 30th St., New York City. 








BUSINESS OPPORTUNITY 


T# E eg Cloak Store, Wilmington, Dela 
ware, as pues opened up its new four-story 
and peo h., uilding, and 4 desirous of sub- 
letting its down-stairs store, for a women’s popular 
rice shoe department. Best location on the main 
siness street. Address all inquiries direct to the 
store. 








ATTENTION SHOE MANUFACTURERS 

busi r seeks connection as 
sales and advertising manager with some 
growing concern, where the opportunity 
will present itself of acquiring stock after 
ability is demonstrated. This man is well 
known and his successful record is marked 
by two of the largest nationally advertised 
lines in the shoe business. Address C210, 
— Boot and Shoe Recorder, 207 South 

, Boston, Mass. 

















WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


(wil pay or ey valve out of business? 
for your entire or surplus 


nook of a. a Par term to tak 
over. Established 25 years. Bice wa 


I, OLENICK 


413 Broadway. New York Tel. 9531 Canal 








CASH PAID 


for shoe stores or surplus stocks of shoes or 

We will send representati My .-S.2 
aR 

and make offer upon request. Pi * ” 


Max Kalter Mercantile Co. 
Phone Spring s1co-sicveiee = ord 








We buy and rer cash price 
for retail wholesale stocks of shoes or any 


merchandise. 
Boe 30 years our It 
BROOKLYN r Wittens SYNDI 
FRANK W are 


610 enioun 





Phone, Stagg 1757 








We Buy tor Cash 


Hionstactucses 3 »Jobbers x= 
Close-outs. 


NO QUANTITY TOO LARGE 


We also chase entire stocks = 
from or manufacturers. 
Send us particulars of what you 


have for sale. 
Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, M: 
“*Telophowe 3240- wos in 


TT © TTT © TTT © TTT! 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan 
tities no object. Retail.or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 











WANTED FOR EXPORT 
Slow Stew 
YOUR { a Numbers 
Pepespasses FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 
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ANTED to bey geet, payt shoe store in 


towns of New ersey State, Ivania or 
New Pe State. Address C216, cnre ent and 


ecorder, 207 South St., Boston, Mass. 





you need the 
RECORDER ” all the time. 


No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
“BOOT AND SHOE 





EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most met aggressive and pro 
ive journal in the world pub- 
fish hed for the shoe merchant. 




















BOOTS AND SHOES 


Algier Shoe Mfg. Co., Brooklyn, N. Y 
Allen-Goller-Leighton Co., Lynn, Mass. . 
Areeid. M. N., Shoe Co., No. AMiaaten, 


Barry, T. D., Co., Brockton, Mass 

Bay State Slipper Co., Haverhill, Mass. .. 
Berry, A. H., Shoe Co., Portland, Me 
Bluestein Bros., Boston 

Blum Shoe Mfg. Co., Dansville, N. Y...... 
Boardman Shoe Co., Boston 

Brandau Shoe Co., Detroit, Mich 

Brauer Bros. Shoe Co., St. Louis, Mo. . 75-76-77 
Brockton Shoe Mfg. Co., Brockton, Maas. .. 
Brooks Shoe Mfg. Co., Philadelphia 

Brown, H. C., Co., Inc., Boston 

Brown Shoe Mfg. Co., St. Louis, Mo 
Carter, J. MH Co., Nashville, Tenn., and 
Central Shoe Co., St. Louis, Mo.... 
Chenoweth, R. A., & Co., Boston 


Civian Shoe Co. Ward Hill, Mass 

Ciarp Edwin H oe Weymouth, Mass. 
=. —. Leather Co., St. Louis, Mo. . 

a Haverhill, Mass 
poe Fide, Shoe Mfg. Co. 
Dalton Co., ae Brockton, Mass 
Dayton, J. E., Shoe Co., Williamsport, Pa. 
Diamond Shoe Co., The, New York City 
Dittmann Shoe Co. , St is, = 
Doerr, F. L., Shoe Co,, St. Louis, M 75 
Duttenhofer-Stevens Co., The, Cincinnati. .94-95 
Duttenhofer, Val, | ay Co., Cincinnati, i. | oO 
Eaton, Chas , Brockton, Mass 108 
——7 Shoe Gor ‘Milwaukee, Wis. a Cover 
Elam, I’. S., Shoe Co., Rochester, N. Y.. 118 
lis kay Co., Haverhill, Mass 
Marshall Ul Co., Haverhill, Mass. . 
ass 





N. 
7 . Co., Inc., St. Louis, Mo.. 
Grover’s Sons, J. J., Lynn, ‘Mass 


town Shoe & Legging Co., Hagerstown, 2 








» New York Cit 
yy Speen, Ohi 
, Milwaukee, Wis.. 
Bostoi 
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Mes 
Wee ane Co, David P., St. Louis, Mo. . 
Wolf, jon. F .. Shoe Co., The, Cincinnati. . 94 
Wright, E -» Co., Inc., Rockland, Mass... 141 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson L., & Co., New York City 
Bicycle Boop adie Co. Chi 
icy ler 
B cago 


Co., 
Sales Co ao ew York City 
ie pany, 
Emery y= es ne. — York, Cit 
Co., brookt RP 


Griffin Mf; | Bo 4 ny New York AY 
ie \ —. - hones. Mass.... 
pee popmtar Bo. New York York City 


United Shoe achinery Corp., Boston ers 





United Shoe Repair Machine Co., Boston. .. 


Sept. 25, 192, 


BUY ’’ 


LEATHER AND OTHER MATERIALS 


Kepner, 
Kistler, 


Lawrence, A. C., Leather Co., Boston 
Levor, G., & Co., Inc., Gloversville, N. Y. 
New Castle Leather Co., Inc., New York... 
Scherer, Oscar, Co., Boston 

Standard Kid Mfg. Co., Boston 

a Ta oe ‘ton 





ee ee 
Atlantic Printing Co 
Brookl i 


, Max., _ York City. 
Sales System, Minneapolis, 





Kelly, T. a 
Minn 


New York E 
New York 

Retail Shoe Saleen’ s Institute, Boston. . 

Root Co., F. S., ton 

Tolman Print Brockton, M ass 

University _Hlectrot type Foundry, .Cam- 
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“NU-BABE” WELTS 


FOR THE KIDDIES 


The inside smoothness is ideal for their tender feet. 
The extension edge keeps them from turning the foot 


and helps to prevent BOW LEGS or KNOCK KNEES 
HELP THE LITTLE ONES TO STAND ERECT 


AND WALK RIGHT BY SELLING THE 
MOTHERS THE “NU-BABE” WELT 
SHOWING WELT BUTTON STYLE 


ia 


We Can Deliver Your Order NOW Order from Schedule Below 


NO HEEL. SIZES 1 TO 5. HALF SIZES. 


7390—Black Vici, Lace. ....Per Pair $1.40 
7391—Brown Cabretta, Lace. ; B 1.40 
7394—Black Vici, Button. “ 
7395—Brown Cabretta, Button. 

7396—Patent, White Kid Top, Button. 

7397—Patent, Brown Kid Top, Button. 

7399—Patent, Black Cloth Top, Button. 


SPRING HEEL. SIZES 2 TO 5. HALF SIZES. 


» 


TT SMe M eT o MMe liiiiiieliiiiitieliiitiiitteliiiiiiitts 











7386—Black Vici, Lace. 
7387—Brown Cabretta, Lace. 
7388—Black Vici, Button. 
7389—Brown Cabretta, Button. 


PARKER, HOLMES & CO. 


‘‘The House That Helps’’ 
BOSTON MASS. 
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Entered as second-class mail at, the Post Office at Boston, under the act of May 24, 1918 : 
- ’ ‘ 
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EVOL 


JONN KELLY 


GRANTH, 








has never been cor 
tent to work for other 
than the ideally > 
perfect shoe. 


CG —Workmanshiyo 
and quality beyond 
criticism, fine fitting 
and. attention C><W 
to detail that mark 
them as 


"Those Better Shoes” 


John Kelly Inc 


ROCHESTERY N.Y. 
Mew York City: Room 105 Graham Blag., 
Church and Duane Sts . Pir John C. Halliwell 
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FROM 
Wiomen’s Wear, Friday, Sept. 10, 1920 








FOOTWEAR 


NEW STYLE INTERESTS 
TO STIMULATE BUYING 


In a general survey of the existing 
shoe situation as seen from the point 
of view of a prominent manufacturer, 
it is noted that many of his ideas con- 
cerning style coincide with the views 
of a number of. Fifth Avenue retailers 
whose interviews on the subject ap- 
peared in a recent issue of Women’s 
Wear. It is his belief that new styles 
and colors will have to be introduced 
in order to stimulate buying, thereby 
counteracting the effects of the numer- 
ous sales held in cities throughout the 
country, during which it is assumed 
that the consumer anticipating future 
needs, purchased extra pairs. The 
conclusion is that the introduction of 
high boots, for example, in colored kid, 
will tend toward making the bargain 
buyer feel that the merchandise bought 
at those sales is not of the latest style, 
and will necessitate the purchase of the 
new things. 

He states further that it is but natu- 
ral to return now to pre-war conditions 
when the lighter shades were sold in 
quantities, since the dark color. and 
staple styles have held sway for a con- 
siderable length of time. 











This’ is very sound reasoning: In fact, 
so sound that far-sighted merchants 
the country over are proceeding suc- 
cessfully along this line of action. High 
boots of light colored kid are proving 
the needed stimulus to business. They 
are the “something new” for which 
your customers have been waiting. 
Let them wait no longer. Order your 


boots today. The names of manufac- 
turers who are making these quick 
selling boots of ever popular Vode Kid 
in blue, gray, camel and light brown 
will be sent on request with a descrip- 
tion of our co-operative selling plan. KI D 


Standard Kid Manufacturing Co. The Leather 
Boston, Mass. for F ine Shoes 


Branches in New York, Philadelphia, Rochester, 
Cincinnati, Chicago, St. Louis and Montreal. 
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SOMETHING NEW AND BETTER! 


BOY’ S WELTS THAT WEAR 
CELOID CHROME SOLES 


23 to 100% MORE WEAR than the Finest Oak Sole 


More Wear, Combined with the Flexibility and Fine Finish of Oak Leather. 
It Is Channelled and Finished. It Is Waterproof. It Will Not Slip. 


The Guaranteed Sole That Willi Outwear Any Oak Sole in the World. 


EIGHT STURDY, STYLISH NUMBERS 


IN STOCK 


SELECTED CHROME SIDE UPPERS SOLID LEATHER CONSTRUCTION 
WING FOOT RUBBER HEELS A STANDARDIZED PRODUCT 
TWO LEATHERS, TWO LASTS, ONE PATTERN. 


8101—Boys’ Dark Tan —- 
a al $4. 


B << 
3152—Little Men’s Gun Metal 
8101 Nature Bal 
LITTLE TAD LAST 
Boys’ Sizes, 1 to 6; Widths, B, C, D, E. Little Men’s Sizes, 9 to 134%; Widths, C, D, E. 


8103 
YOUNGSTER LAST 


Terms, Net 30 Days; 3% 10, 1% 20 Days—F. O. B. Grand Rapids, Mich. 
WRITE FOR SAMPLES 


R.K..L. Ge. sa" 
©. Michigan 


SINCE 1864 MAKERS OF GOOD SHOES 
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At Last--Colored Hosiery 
to Match Colored Kid 


O—we do not sell 
hosiery. 


Our interest in the 
matter rests solely on the 
fact that hitherto women 
have had some difficulty 
in getting silk hosiery to 
match the various shades 
of F. B. & C. Kid, and we 
believe it to be a great 
thing for the shoe busi- 
ness that at last it is 
possible for a shoe dealer 
to sell stockings which 
perfectly match every 


colored shoe he carries. 
We have been in- 

formed that The Goth- 

am Silk Hosiery Co., 

Inc., 516 Fifth Avenue, 

New York, who make 

““GoldStripe”’ Hosiery, 

recognizing the style 

supremacy of F.B.&C. 

Colored Kid, is now 


all the new shades of F. B. & C. 
Kid. This service is supple- 
mented by other new features 
which should be most interest- 
ing to dealers. 

In order to take advantage of 
this service we suggest that you 
write for swatches of the new 
shades of F. B. & C. Colored 
Kid. When ordering shoes for 
Spring you can then specify 
those colors by number. Be 
sure. that F. B. & C. is written 
on the order. Then you can 
order from Gotham Silk Hosiery 
Company, Inc., using the same 
color numbers as on our 
swatches. They will supply 
hosiery that is a perfect match. 

Isn’t that a wonderful service 
to offer customers? And think 

of the new business 
—a sale of fine silk 
stockings with prac- 
tically every pair of 
colored shoes. 
Anyway, wé thought 
you would like to 
know about it. 
Be'sure to send for 


carrying in stock full CASA ao our swatches — you 
fashioned silk stock- can’t buy intelligently 


ings to match exactly without them. 
FINEST BLACKS AND COLORS 





Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal Co. 
WILMINGTON, DEL. 


PHILADELPHIA 


ROCHESTER 
22 No. 5th St. 


ST. LOUIS 
123 Mill St. 


NEW' YORK 
911 Locust St. 


BOSTON 
88 Gold St. 103 South St. 
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Appearance and Quality 


OUR medium grade shoes must have a good -outer 

clothing as well as honest wearing-value, in order to 

justify pride and confidence in selling. | 
Lawrence Colored Gun Metal Sides deliver both these 


qualities—in quantity. 


FOS SHO He = ae bh ee 


i 
+ 
: 
f 
; 
+ 
My 





oe - 
_ 








Lawrence Leathers Are Reliable Lesher: 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston , Mass. 
NEW YORK - CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST.LOUIS 
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TRADE MARK 


The Traymore 


IN-STOCK 


Black 
Satin 


| pre is a pump that is 
right—strikes the correct 
style note —is well made and 


fairly priced. 
Suitable for party wear—at 


home or hotel—dancing or 
dining—completes the sim- 


Write, Wire or Telephone. 


No. 2606 Black Satin Beaded 
Strap Pump, Hand Turned. Full 
Louis 17-8 Covered Heel 

AA toC $7.00 


plest or most ornate cos- 
tume. 


Have you such a style in 
your store for early fall sell- 
ing? There is no question of 
its success as a big sales- 
maker. 


If convenient call at Boston office. 


TERMS, NET 30 — F.O.B. BOSTON 


KATZMAN-ADLER SHOE CO. 


Women's Novelty Footwear 


211 ESSEX STREET, 


BOSTON, MASS. 
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SPARTAN CALF 


L 


oe new on brown shade is 

‘ aving a steadily increasing call 

Color 32 — — of the highest grade 

° oes. It is accepted as the new 

oe _— brown shade, and should be sampled 
in order to be appreciated. 


PIII iii iii iis 
PILI iii) 


oo ae Thodam) es 


or 





Tony Red 


(Boarded) 


Color 33 


Tony Red 
(Smooth) 


Nothing could be more remarkable 
than the continued demand for this 






Practically all our business on board- 


le a thers ed leather is on the Tony Red color. 







famous color originated by us. De- 

spite predictions to the contrary, alw ays Nothing seems to please our trade 

we are still having large and steady on cull tai 3 Rael cael 

orders for Tony. fs hows re 
which 





way 
the 

style 
winds 










CRESCO 


The old reliable. Year by year we make 
more of it for winter shoes. It seems an 
accepted trade fact that CRESCO is the 
only waterproof leather that takes a polish. 


ae Sea CREATORS OF NEW.-CALF LEATHERS 
Mi aM, > \ 





omaha 
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TANNERIES SALES ROOMS 
DANVERSPORT 95 SOUTH ST. BOSTON 
WOLFENSTEIN: SHAKAAN cia 
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“Decidedly Thompson” 


Famous Brogues for Men and Women 
Ready for Immediate Shipment 


CODE WORD (SERVICE) 


S622 7") 
Code Word 
(NIGHT) 


Brown Cordovan Brogue Blucher Ox- 
ford, Thompson’s Brogue Last. 


PRICE $10.50 


The big demand for 

“Thompson” brogues is sig- 

nificant of the public taste 

for shoes of character. An- 

ticipating a big call for high 

5-614 grade brogues we stocked 


peed them in: ample quantity to 


S618 


Code Word 
fill all orders promptly. (NOW) 


Women’s No. 4 Gallun’s Norwegian Calf 
ie Oxford, Wellesley Last, 10-8 


PRICE $7.50 


Women’s Russia Calf Oxford, Perforated 
Wing Tip, Vamp and Foxing, Princess 


PRICE $7.25 
Our Stock Style Catalogue Will Interest You 


eee SON BROS... SHOE 


MEN'S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
Address all communications to Brockton (Campello), Mass, 
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Grab Bag or Tested Power 


“T’ve got it,” says the maker. 
But there are thousands of makers. 
Could you very well rely on luck 
or appearances and “‘grab”’ blindly 
to pick the best? 


It’s their right to guarantee the 
most in quality, prices, and serv- 
ice; it’s your lookout to make 
sure you get it. As good a shoe 
man as you are, it’s lots more 
comforting if you have the ex- 
periences of many other practical 
merchants to assist in a choice. 


Here are three you may know. 
Voluntarily they write that they 
are getting what you are looking 


Priced Right 





THE SMART SHOP 
CRESSON, PA. 
9-9-’20. 

Diamond Shoe Co., 

New York City 
Gentlemen: I’ve handled your 
shoes for four years and find 
them the best shoes I’ve handled 
for the money. Your prices are 
right and your shoes are satis- 
factory. Never had a come back 
or kick like I’ve had with other 
shoes. I'll positively not handle 
any other shoe. 
I remain, 





Yours, 
S. Berkowitz. 
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UNBRANDED 


RE 








CHICAGO 
OgTROIT 
CLEVELAND 


Diamend \ 





MEN go ck RK STOCK DEPT 


FACTORIES 


TOU eee 


HOE ABOVE -THi ie MA 


ee ee 


Note the spontaneous, ap- 
It urges 


for. 
preciative enthusiasm. 


you to share it. 


Though we like you to be guided 
by the 9,000 who know, we also 
want you to make a _ personal 
examination of a few pair right 
out of stock. They will go out 
prepaid and may come back col- 
lect when you are through with 
them. The few cents involved 
on our side, will be considered a 
good investment to show you 
what we mean by saying, our styles 


“Look like shoes that 
might cost much more.”’ 


Look Right 





THE BUCKEYE CLOTHING 
STORE 
HARRISBURG, ILL. 

8-18-20. 
Diamond Shoe Co., 

New York, N. Y. 

Gentlemen: We _ have received 
shoes from Ex. Co., and must 
say that they are the best looking 
values received in our store with- 
in several seasons. 

If these shoes hold up as well 
as they look, they are sure to get 
considerable part of our business. 

Yours respectfully, 
B. F. Gramlich & Sons. 











THE BEST RECORD FOR GROWTH IN BROCKTON 
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In Unbranded or Branded 


BIG CITY SHOES 


Growth! There’s the measure of suc- 
cess. But as we grow we must serve in 
a bigger way—a way that will help more 
merchants and build more friends. 


Merchandising today is so complex, that 
different cities require different methods 
of sales approach to the consumer. And 
even in the same city different sections 


Sell Right 





TAYLOR BOOT SHOP 
Washington, C. H. 


Ohio 
Sept. 2, 1920. 


Diamond Shoe Co., 

New York City 
Gentlemen: Your fall shipment just arrived 
and take this means to inform you they 
are the best looking, and finished shoes, 
that we have seen anywhere forthe money, 
or anyways near it. 

The ladies Tan Boot, with military heel 
is a p aenge te in fitting and finish, in fact 
the first day they were opened, we sold 
every pair. 

As long as you continue to make the shoes 
that you do, you will certainly get all our 
business in your grade. 


Very truly yours, 
Taylor Boot Shop. 
J.8.T. 











or different grades of customers will 
show such a divergence. 


Unbranded and Branded lines meet all 
the ‘needs. We have put the former 
across big; we’re now out to push this 
wonderful name on a great shoe. De- 
—_ from New York or our men on the 
road. 


Serve Right 





ROY C. KANOUSE 
_ “The Shoe Feller”’ 
Greensburg, Ind. 


Sept. 10, 1920. 

Diamond Shoe Co., 
tf New York City 
Gentlemen: Your stock department is 
certainly a God-send to retailers at this 
particular time and the merchant is in- 
deed fortunate that takes advantage of it. 
Indeed it impresses me that you have 
prepared for just such a time when future 
orders were not being placed to their 
former extent and every retailer using the 
utmost caution in buying. 

By using your. stock department I am 

d to do on a much smaller 

capital Sentai you are carrying the stock. 


Respectfully, 
ROY C. KANOUSE. 














7500 PAIR A DAY CAPACITY—MEN’S, WOMEN’S WELTS 
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HOES made of NAVONOD 

CALF sell easier, because the 
customer can’t help knowing that 
the leather is unusually good. 


It indicates a will to give equal 
value throughout on the retailer's 


part. 


= “NAVONOD CALF 
is the outward evidence 
i 0 ardod of quality within.” 0 d Qe 


DONOVAN BROTHERS nc, 
44-46 ite 6 6ST REET. BOSTON 
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hysical Culture Shoes 
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Stock No. 758—8% Inches High, 
Brogue Vamp and Foxing, 12-8 Cuban 


Stock No. 94—8 Inches diigh, Richt 
and Left Counters, 15-8 Cuban Heel, 
Black Kid. AAAA to EE, 2% to 10. 
Price $9.75 


Heel, Tobacco Brown, 
Russia Calf. AA to 


Style Plus Comfort 


These models have proven that it is not 
necessary to wear unsightly shoes to enjoy 
real foot comfort. 

Anatomically Perfect Corrective Foot- 
wear made the modern way on 


Combination Lasts 


The full width wider Ball provides room 
where needed. The full width lower Instep 
and shorter Heel measurement holds Arch 
firmly and prevents foot slipping in the shoe. 


Stock No. 99—7 Inches High, Arch 
Supporting Counters and Shanks, 9-8 
Anatomic Heel, Black Kid. AAAA 
to EE, 3% to 10. Price $9.35 


IN STOCK 
ALL YEAR ROUND 


Buy them as you need them 
Absolute satisfaction for wearer. 


Assured profit and constantly 
growing business for the Dealer. 


Write for 
Agency Proposition 


nn No. 15 
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Stock No. 454—Brown Kid Vamp, 8 Stock No. 96—8-Inch Best Black 
Inch Brown Cloth Top, Combination Worsted Cloth Top, Combination Last 
Last, No. 94 R. and L. Counters, 14-8 No. 96, R. and L. counters, 12-8 Cuban 
Cuban Heel. Price $9.25 Heel. Price $8.50 


Stock No. 69—7 Inches High, Ri 

and Left Counters, Anatomic ph 
Seat, 12-8 R. and L. Heel, Black Kid. 
AAAA to EE, 24% to 10. Price. .$9.00 





























Wm. Henne & Co., Inc. 


957-971 Kent Avenue, at DeKalb 
BROOKLYN, N. Y. 
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é AS USUAL! 


The Talk of the Countr#” c 
th 


Each season, the trade—and compe- 
tition, too—waits with keen interest 
to see what J & K will offer. When 
the curtain goes up on our little 
Style Show, they KNOW ‘‘what’s 
what’’ for that season. 


Each season we have a happy faculty 
of picking the right numbers—styles 
that sell. This season is no excep- 
tion— 


Our Beautiful Boots 
Are Being Fairly Gobbled Up 


‘THE JULIAN & KOKENGE co. 


CINCINNATI. 

















, 1920 


Oct. 2, 1920 
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Hill trade 


pe good 
this Fall? 


YOU KNOW IT WILL 


if youre stocked with 


J&K Boots 





You know the old saying, ‘“There is no such word as ‘can’t’ in 
the English language.’’ The author of that bit of optimism 
wasa J & K “‘Arch-Fitting’’ dealer just as sure as you’re born. 


Arrange NOW to get our new Boots, and you’I!I get the Business 























REMEMBER OCTOBER 15th 


That’s the day we will “‘swing out” with Low Shoes for Spring. Not 
now—emphatically NO. Too early. Our men are out now with 
B-O-0-T-S. When our Spring styles are decided our representatives 
will be out with low shoes. 











D. 


New York office: Bush Sales Bldg. Chicago office: Republic Bldg. San Francisco office: Pacific Bldg. 


WRITE OR’ WIRE TODAY FOR SALESMAN TO CALL WITH BOOTS 


THE JULIAN & KOKENGE®®. 


CINCINNATI. 
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A 9-inch Boot 





STYLE 406 





THE ABOVE CUT REPRESENTS OUR 
% N MADE O 
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In Our Line 
Will 


STRAPS 


OXFORDS BOOTS 


for Bovine: You | 


Visd— N FOR A GOO 
OF NEXT SPRING'S BUSINESS. 


PUMPS THIS 9-IN. BOOT IS MADE IN BLACK 
: AND «COLORED KID—AND CALF- 














JOHNSON BROS. SHOE 


MFG. CO. 


HALLOWELL, MAINE. 



































































































































































































































KING TWILL 


GUARANTEED 2 YD 


LININGS of GUARANTEED WEIGHT 


It is the twill that will prove indispensable. 


“Because | 

Its weight is guaranteed. 

Its guarantee includes a rigid test 
for strength 

It is wrapped very carefully to 
preserve the mellow quality of 
the goods. 

It costs you no more than inferior 
linings. 

Naturally discriminating manu- 
facturers prefer King Twill. 





SAMPLES AND PRICES PROMPTLY ON APPLICATION 


ulius Kallman Company 


Poston Cincinnari 


























mate. 








SHOE LINING 





-_— 


Better Made 
for 


Better Trade 





Know It by the Weave 


TITTT TIT T TTT TTT 
ee rrr rr tt rrr 


A Shoe Lining Extraordinary 


J It is the silver lining that 
has dispelled the|clouds fro 
the life of every \discriminat 








§ Where the aim is to , 
- a shoe above the average, 








PRICES AND SAMPLES ON REQUEST 


Isrts arpa 





htbed ttt tititiItititittliItillitittii tito 
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BROGUES—OH! BOY—SUCH BROGUES 


YOUR ORDER IN NOW MEANS YOUR ORDER 
OUT IN TIME FOR FALL BUSINESS 


Stock No. 642—Brown Cordovan Brogue Bal. Rawe 
, hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
Last. Gallun’s 4 Nor- A, B, 6 to 11; €, D, 5 to ll ; 
wegian Brogue Bal. Raw- ‘ eres : 

hide Slip Sole. 


Stock No. 524—Brogue 











Stock No. 587—B Last. Gallun’s 4 N i 
Sicomeiin, Rawhide S iD Sole. op ct oe Stock No. 679—Regent Last. Brown Cordovan 
Stock No. 693—Brown Cordovan Ox. Rawhide Slip Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to J1; 
Sole. Sises and Widths: AA, 7 toll; A, B, 6 to 11; 4, B,@to11;C, D,5 toll. 

, D,5to ll. 





The Dalton Company, Inc. 


Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 

















ROTI S Pain em I oie 9 ai erate tas, 
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Style No. 32. Gallun’s 26 Russia Calf Bal 
Style No. 66. Same Style in Gun Metal 
Widths AAA to D 





Price for Either, $10.00 





ALWAYS IN STOCK 


Write for Catalog, showing 15 other equally 
desirable styles Now In Stock. If you appre- 
ciate smartness of style, superior workman- 
ship and extra qualjty of materials, our prop- 
osition will interest you. 


French Shriner and Urner 


Factory and Home Offices - 
63 Melcher Street, Boston, Mass. 




















a 
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The next time you attend a meeting or convention 
of your associated shoe manufacturers, pick out a 
dozen of those that have a reputation for making 


Fine Welt Shoes, and ask them Whose Welting 
They Use. 


We are pretty strongly of the impression that 
your replies will constitute an endorsement of 


: Barbour Grooved Endless Welting 


that is most significant 





BROCKTON RAND COMPANY 


BROCKTON, MASS. 
Boston Office, 12 High Street 





{ 
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BOOT AND SHOE RECORDER Oct. 2, 1929 ft 


LuclIUS BEEBE & SONS 


129 SOUTH ST. BOSTON, MASS. 


——$—$———_. 





BLACK AND COLORED CHROME SOLE 
SHEEPSKINS FINDINGS 











AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 


CALF LININGS ELK SIDES 
SPLITS BAG LEATHER 
MAT CALF METAL CALF 


PATENT 
COLT 


CIT 


“AYERS 
[TANNING Bezris 
BOSTON 
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ARE YOU INTERESTED IN PLACING 
VOLUME BUSINESS? 


On Shoes of Real Style—Real Quality—Made of 
Top Grade Leathers and Materials—That May Be 
Retailed Profitably at $6.00 to $9.00 Per Pair 


EALERS who meet the public Only a complete readjustment of 
demand for more reasonably our manufacturing and selling 
priced shoes—will do busi- plans could make such shoes 


ness and good ktusiness. possible. 


Dealers that more than meet pub- 

; * * We have, frankly,faced the demand 
lic at azeetmnnen will do even better. for more nearly normal prices and 
We offer you shoes for men which ee ee me — 
you can sell profitably at $6 to $9 : 
per pair. You won’t believe us entirely until 

Hs ee you see the shoes. They will settle 
Shoes made from top grade Gallun any doubt you may have. 
or Lawrence calfskins—choice Oak 1 ies SEO Bias" 
and Union soles—fine twill linings 
—smart youthful lasts and pat- Salesmen are now showing our 
terns. Gocdyear Welts—made in lines and we will gladly direct one 
a community noted for fine shoe- your way if you write for an ap- 
making. pointment. 


MILFORD. SHOE COMPANY 


ized in management on a policy of volume production with method: 
which offer a new phase on the present problem of shoe merchandising 


MILFORD, MASS. 








PUTTIN EOL 
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LH Sample No. 1020— 
Qi : 

Great River Last— 
Havana Brown Kid 
—6 Iron Grain Solid 
Innersole—Selected 
10 Iron Oak Outer- 
sole—Wingfoot 
Rubber Heel and 
Fine Twill Lining. 
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Descriptions and Prices 


222—Bilack Glaz-d Kid: 


drop ty 
AAAS to 7% aat% to 8; 
A ris B-3% to 8; 


No. 224—Brown Kid... ..$9.50 


No. 210—Brown Novilla =e 
8% inch English — 1%. incl 
Cuban Heel, 88 las 
AA-4 to 8; A-3% fe 8; B-3 

to 8; C. D-2% to 8....87.85 


iia 214—Glazed Regent Kid 8% 
ih Welt, Imitation 
1% inch Cuban 


to % ti ; Bs 
to 9: C and D2% wa - 87.00 
Add 30 cents for sizes 8% and 9. 


No. 211—All Glazed Kid 9 inch 
Welt, Imitation Tip, 2% leather 
Louis Heel, 51 last. 
AAA-4% to 8; AA-4 to 8; 
— to 8; B, padicey D-2% 

to S ..-- $8.15 


No. 213—All Glazed Kid 8% 
inch Welt, Imitation Tip, 1% 


o 9; D-3 to 9... . 88.00 
Add 30 cents for sizes 8% and 9. 
No. 218—Same as 213 in Brown 

BIB cocccccece 15 


No, 212—Glnazed Regent Kid 8% 
inch Welt, Tip, 1% Military Heel, 


No. 217—Same as 212 in Brown 
Side Calf. ............87.50 


No. adem Glazed _ 8 ineh 
Welt, *“YDE-TOP. % inch 
Cuban Heel 85 last vith arch 
supporting shank piece and extra 
lone Ey YY 


-D 
. 88.10 


219—Glazed Kid Vamp. 
Glazed Regent Kid .Top, 8 inch 
Flexible Welt, Sofshu, Tip. 1% 
inch Cuban — Wingfoot, rubber 


: nd % t 
Add 36 cents for sizes ts and 9% 





92 
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Descriptions and Prices 


No. 202—All Glazed Kid 8 inch 
Welt, Tip, 1% inch Military Heel, 
99 last. 
4A4% to 8; A-4 to 8; B- 

3% to 8; C, D-3% to 8. .$7.90 


No. 216—Brown Brasil Kid, 8% 
English Welt, 1% inch Military 
Heel, 92 last. 

AA-4%% to TH; A-B% to 8B; 

B2% to 8; C, D-2% to 
ececceceess STOO 


No. 221—Glazed Regent Kid, 
10% inch Welt, GRENADIPR 
Boot, Imitation Tip, 1% inch 
Cuban Heel, Imitation collar, per- 
forated with fleur-de-lis perforated 
drop piece, 90 last. 
A4AA- to T%; AA-4% to 8; 
44 to 8; B-3% to 8; C 

and D-$ to 8.........+--$9.00 


No. 222—Brown Novilla | 
Kid... ceseenescccesoe BOIS 


No. 220—Glazed Regent Kid 8 
Heh oe 2% inch leather Louis Louls 


8; A4 to 8; 
Bae to yy C and D3 ‘7.65 
Add 30 cents for ise 83 tod 9. 


No. 215—Glased Kid Vamp, 
Glazed Regent Kid 
Flexible Welt, Saris. bi 
Straight Tip, 1% 
Heel, 85 last. 
AA-4% to 6 6 to 8; B4r 
to 9; C and D-3% 20,9: 9. .87. 
Add 30 cents for and 9 


ze. 188-Giead . Yeme, Dull 
Welt, 


‘och ane sense 


142—G' Va Doh 
—_ ™ ible’ Welt. 
inch common 


to e * 
Add 30 cents for sizes 8 


TERMS:—NET 30 DAYS 
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IN STOCK 


Always In Big Demand 


B515—English Cherry Calf Bal. Widths AA to D. 
Carlton Last. Specify on Orders Branded or Unbranded. 


CHARLES A. EATON GOMPANY 


“The Sterling Shoemakers of New England” 


BOSTON—183 Essex Street : DETROIT—461 Book Building 
NEW YORK—127 Duane Street BROCKTON ’ MASS. ATLANTA—238 Peachtree Arcade 
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Smile! 


T’S worn by hundreds of Shoe Manufacturers, — wise buyers who 
know that leathers backed by the Snyder Trade Mark give constant 
SATISFACTION. 


That means satisfaction in every square inch of leather you buy from 
SNYDER, and therefore — Satisfaction, breeding repeat orders, in every pair 
of shoes you put on the market. 


Atlas Kid Ebony Cabs Athena Kid Vigory Kips 


(Semi-Chrome) (Semi-Chrome) (Full Chrome) (Semi-Chrome) 
Black and Colors Black and Colors A Real Side Leather 





At tanned to uniform quality, in up-to-the-minute colors, trom choicest raw stock 
in the best equipped tannery in the country, and sold at popular prices supple- 
mented by prompt deliveries. 


We know that our best asset 1s acustomer who wears the Snyder smile. 


The Snyder smile will fit YOUR face 


Tait 


65 SOUTH ST. BOSTON. 


: AGENTs: 
T. E. BRANNIGAN & SONS, Rochester, N. Y. A. M. ROBLEE, St. Louis, Mo. 
MADISON KING, Chicago, Il. 


CAPITAL AND SURPLUS OVER $1,000,000 
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Glove-Fitting Leathers of Quality 
“‘Some of the strongest reasons why shoe manufacturers and retail- 
ers insist upon STERLING PATENT COLT and STERLING PATENT 


KID in their shoes are 
1. They are glove-fitting leathers—soft, pliable and com- 


fortable. 
2. They are durable, wearing evenly and smoothly. 


3. They are beautiful in appearance. 
Finally, they please the wearers, who become steady custom- 
ers of the store where they find shoes made of these famous 


shiny leathers. 


SterliigGolt Sterliig Kid 


BRISTOL PATENT LEATHER CO., BOSTON, MASSACHUSETTS 
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Here Is An 


Exclusive Proposition 


VY ]HAT are the three big- 
gest points you want to 
know about a line—how good 
tis—how much profit you'll 
ake—and how you're pro- 
ected. 


Take these three points and 
you'll see that the Snag-Proof 
ine of rubber footwear stands 
quarely on the top.: You can’t 
uy better boots, shoes and 

ctics than Snag-Proofs. And 

ce you sell a man a pair, he 
8 always your customer. 


You get an exclusive terri- 
tory, virtually free from com- 
petition, for Snag-Proof users 
only want to buy Snag-Proofs. 
And it’s a mighty certain bet 
that they’ll bring their friends. 


Nearly fifty years of pro- 
gressive building have proved 
these facts. Let us tell you 
more about the cooperation 
we give our dealers. Write us 
today for details of our selling 
plan. 


LOOK FOR THE GREEN LABEL 


Short 4- Buckle Pennsy Lace 
Boot Arctic Shoe 


LAMBERTVILLE RUBBER 
COMPANY 


Lambertville, New Jersey 
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ILLIKEN SHOES are making 

history which children: of \the 

present day will pass down to future 
generations. 








Mythological history represents 
the above constellation as a centaur 
with bow bent. 


Modern history represents BILLI- 
KENS as a sensible foot form shoe 
. which trains the foot to grow as 
nature intended. 





This feature coupled with flexibility, 
finish and beauty appeals strongly to 
mothers as well as children. 


Merchants will find Billikens a 
permanent business building line. 
Write for the Billiken Booklet. 


MSElroySloan 


Shoe Company 


a ee ae 





i. ST.LOUIS MISSOURI 
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IN STOCK 


X-L wine 2, Gnbination 









I eady to Ship 





No. 2712—“Konsolation” Combi- 
nation Last, glazed kid, turn, 8- 
inch boot. %&% foxing, 12-8 straight 
heel, straight glazed tip. 

Price, $8.25 


No. 2711—‘Fitzu” Combination 
Last, glazed colt, welt, 8-inch boot. 
% foxing, 12-8 straight heel, 
straight glazed Colt tip. 

Price, $6.50 





No. 2710—“Happy-Foot” Combi- 


nation Last, glazed kid, welt, 8}4- 
inch boot. % foxing, 14-8 straight 5 
heel, imitation straight tip. rT er OW e 


Price, $8.75 





No. 2709—“Comfy-Fit” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. % foxing, 14-8 straight heel, 
straight glazed tip. 

Price, $8.25 


THE KROHN-FECHHEIMER COMPANY 
X-L LINE DEPARTMENT CINCINNATI, OHIO 


MMMM IM 
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This is a Service that modern shoe stores owe to their customers, and that the enlightened people 
of the present day are coming more and more to demand. - No longer are people content to merely 
have the shoe fitter measure their feet and put a pair of shoes upon them. They demand that 
the shoe man know their feet, that he know and tell them the cause of whatever discomfort they 
may be suffering and that he be equipped with Arrowsmith Supports to correct their foot defects. 
The stores that supply this Service are the ones that are growing most rapidly, because each 
pleased customer sends many others to “‘the store that fixed my feet.” 


_hRROWSMER,, 








ARROWSMITH 


Supremacy Has 


Been Proved 
by Years of Test 


Both the public and the dealers 
know, from long experience, that 
the Arrowsmith Arch Props and 
Supports are not mere experi- 
ments. They know that these 
devices have stood the acid test of 
time and that they have been the 
means of making many thousands 
of pairs of feet comfortable and 
their owners happy. They know 
that the name of “Arrowsmith” 
has been associated with the con- 
cept of comfortable, unhurting 
feet for many, many years and 
that the supports of this make are 
recognized almost universally as 


The Standard 


of Excellence 


ADJUSTABLE ARCH PROPS 


This is the sw t that is acknowledged, almost universally, to be the STANDARD OF 
‘. Its substantial and strong construction, without excess've heaviness, its 


EXCELLEN 
conformation to rigid orthopedic requirements, its 


thoroughly scientific design and its wonderful adapta- 
bility to even the most radical of adjustments puts it 
in a class entirely by itself in the arch support field. 
It is for these reasons that the Arrowsmith Adjustable 
Arch Prop has continued to maintain its popularity 
with the public and with discriminating shoe dealers 
year in and year out. 

Arrowsmith Arch Props have but three parts: the plate, 
the bridging piece and the leather covering the upper 
surface of the plate. The latter is made of Nickel 
Silver. It follows the foot lines excepting the inner 
side, where it is extended and slit in igitations or 
fingers which give it its wonderful adaptability for 
adjustment. e bridging piece serves to give 
strength to the plate and the leather jon ex- 

tends only well under the ball of the foot, 

and is made of best oak-tanned leather. 

It is the corrective for those severe 

cases of trouble and flat foot. 

No modern shoe man can 

afford to be without these 

dependable relief 

givers for his foot 

suffering 

customers. 








It Pays To Be an “Arrowsmith’’ Dealer 


It pays because you know that you are handling correctly designed and conscientiously made corrective devices. 
It pays because the name of “‘Arrowsmith”’ is so well and favorably known that the line is easily sold; in fact, 


it sells itself in about half the cases. It pays because customers are sure to be pleased and to send others. 
And it pays because of the fine profit it gives upon every sale—an eztra profit beside your shoe business. 


ARROWSMITH MANUFACTURING COMPANY 
MORRISTOWN, NEW JERSEY, U: S. A. - 


CHICAGO - - - - TORONTO 
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A window display featuring the leading fall and winter 
numbers of 


“Onyx” 


Windows like this all over the country are taking early 
advantage of the growing vogue of Sport Hosiery, and 
attracting an enormous volume of trade for merchants. 


Reg VS Pet WeD 


Emery 6 Beers Company, inc. 
Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 
Boston Office: Chicago Office: Philadelphia Office 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N. Y. 
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The Increased Sales 


You Obtain 


is not the only reason for handling Union-made and stamped footwear. 


The business you lose by failure to carry footwear bearing the Union 


Stamp is of even greater interest to you. 


Shoes which are union made and bear the one and only stamp of the 
Boot and Shoe Workers’ Union are the only shoes which appeal to every 


customer. 


We have compiled lists of manufacturers making Union Stamp foot- 
wear as a guide for your buying during 1920. Send for yours today! 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 SUMMER STREET -- -- BOSTON, MASS: 


COLLIS LOVELY, Gen’! President CHAS. L. BAINE, Gen’l Sec’y-Treas 
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BEACON 


THERE ARE NO BETTER Ut cs 


SHOES 


STOCK SHOES CAN BE SHIPPED WITH “BEACON” 
.R “SPEEDWELL" TRADE-MARKS OR UNBRANDED 


AN UP. TO-THE-MINUTE STYLE 
That’s Backed by REAL Quality 


NOW READY TO SHIP 


READ» THIS 


LET US SEND YOU A SAM- 
PLE PAIR RIGHT OUT 
OF STOCK. WE FEEL 
SURE THAT YOUR 
ORDER WILL FOL- 

LOW ONCE 

YOU’VE. SEEN 

‘THIS SHOE 
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NO. B80 TREND 
CHIPPENDALE. RUSSIA 
BAL, BEACON RUBBER 
HEELS. AB, 6-11. CD, 5-11 

CODE WORD OWEN 


PRICE $5.35 
F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


I 


Ulidittniin 


| 





i 


ll 


Manchester 


18 South Wells St. 
New Hampshire 


Chicago, Ill. 
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IN-STOCK-REDUCED PRICES | 
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Pat. Leather Button, Dull Top, Plain 
Toe—Peggy Last 
7504—3 to8. DandE. Wedge Heel. 
7505—1 to 5. DandE. No Heel. 


Brown Vici, Button Top—Peggy Last 
7542—3 to 8. DandE. Wedge Heel. 
7543—1 to 5.. DandE. No Heel. 


Black Vici, Pat. Tip, Button—Peggy Last 


7558—3 to8. DandE. Wedge Heel. 
7559—1 to 5. DandE. No Heel. 
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Infant’s Turn, Tip, Regular Cut Button 


7556—All black kid: Wedge Heel. 3 to 8. 
7557—All black kid. No Heel. 1 to 5. 


Patent Colt Vamp, White Buck Top, Button 


7540—Wedge Heel. DandE. 4to8. 
7541 No Heel. DandE. 1to5. 


Pony Cut, Lace, Wedge Heel, 4 to 8 


7564—All black kid. 
7566—All brown kid. 


A Special—Two Big Selling Numbers 
Baby Patterns 

Congola pat. tip. Button. 1 to 6. 

Pat. vamp and fox dull top button. 1 to 6. 
































To give you a chance to offer your customers real values we 
are keeping our IN-Stock Department filled with styles of the 
“Peggy Last’’ which have proven their popularity through 
actual sales. 











Every number described is selling big right now, and present 
indications point to a very large increase over other seasons. 





Order immediately and you will get them at the 
exact time you specify. Write today for prices 
































Weimer, Wright & Watkin Co. 


Manufacturers 
35 S. SECOND ST. - . PHILADELPHIA 


New York Salesrooms: Bush Terminal Sales Building, 42nd and Broadway 
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BLACK 
GLAZED KID 


GOODYEAR WELT 


LEATHER 
LOUIS HEEL 


WIDTHS 
A, B, C AND D 
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PRICE 


$6.50 
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ART of Lynn’s conspicuous prom- 
inence in the production of wom- 
en’s and children’s shoes and men’s 
slippers has always come from their 
possession of old-fashioned quality. 
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And the persistence of Lynn’s shoe 
manufacturers in maintaining this old- 
fashioned quality is merely expressive 
of the co-operative influence which for 
many years has characterized notably 
the operations of those manufacturers. 
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“Tynn quality,” as a permanent hall- 


mark of Lynn’s footwear production, 
outlives all vicissitudes of changing 








ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERs (1 
Burvett SxHor Co. ' CotrEr SHOE 
A: Fisoer & Son Grecory & Reap (f 
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G. W. E 
Watson 





















Ti TDP Sti} gen tiles 





off 
e 


RS Ul 
EU 





mG. W. Herrick SxHor Co. 






Oct. 2, 1920 





BOT AND SHOE RECORDER 





fmerican 
pus * fe 








markets, shifting prices and labor re- 
adjustments. The retail shoe trade of 
this and many foreign countries have 
learned to depend upon that fact. 


They have found that whatever un- 
usual conditions might affect the In- 
dustry in any given season, the quality 
of shoes and slippers produced by the 
manufacturers in Lynn, Massachu- 
setts, has never been allowed to reflect 
those extraordinary conditions in any 
way disadvantageous to the retail 
handler or the ultimate consumer. 


This fact is getting brilliant emphasis 
today. 


P.J, Harney SHoznCo. Hennussty,MaxwBi & HENNESSEY 
T. J. Kimny & Company 


Watson SHogr Company Witiams, Cuark & Co 
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LRU NEIGHBOR! 
G. LEVOR & CO, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE N.Y. 
BOSTON St-1OUIS 
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According to the United States Census 
8,075,772 women and girls are engaged 
in gainful occupations in this country. 
Every single one of this number knows 
that in order to give her best work with 
more resulting profit, she must take 
every means to conserve her health. 


se He Hm 


b- figures quoted above give you but a small 

rtion of the vast number of women who 
poo that sensibly built shoes are the best 
safeguard against foot troubles which must 
come if footwear intended for social occasions 
is worn during business hours. 
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Note the Harrisburg model shown here. See 
how the toes are given a chance to breathe, 
how the arch gets support where needed, how 
the heel is broad and low enough to give bal- 
ance, and how the upper is molded to the 
shape of the foot and ankle. 
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Our entire organization is working harmoni- 
ously together with one object in view: To 
make a shoe which will sell to your customers 
at a fair price and give them dollar-for-dollar 
satisfaction in wear and comfort, with just 
enough style to be seasonable. 
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The Harrisburg trade mark on a carton in 
your store means you are building your busi- 
ness safely and sanely and safeguarding the 
health of your customers by giving them fair- 
priced, sensible footwear which suits their 
every requirement. 
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Come to Harrisburg if near here, or if time 
does not allow—ask us to come to you. 
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The Siasvbies Shoe Big. Co. 


of Harrishurg, Pa. 
WOMEN'S SHOES MISSZS SHOES CHILDRENS SHOES 
OF VALUE 
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EVER before, probably, has the ultimate 
consumer been so important a factor in 
)} the making and selling of women’s shoes 


as now. 


In these times of quality, style and price 
discussions she is exercising an inde- 
pendence that makes it vital for the dealer 
to offer her nothing but that which com- 
pletely meets her exacting demands and 
satisfies her every whim. 


Watson’s Welts for Women show, by the 
records of their steadily increasing sales 
to retailers of the better class, that our 
policy of maintaining quality and style- 
excellence, at justified prices, is warmly 
welcomed both by dealers and wearers. 
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THE SCHEIFFELE 
SHOE MFG. CO. 


CHILDRENS & GROWING | 
GIR SHO _ 





BUYING PROFITS 


When you buy a combination of style, 
quality, workmanship and assured de- 
livery, you are buying profits. Cin- 
cinnati-Made-Shoes offer these features 
—hence their dependability. The 
skilled designers of this Market, backed 
with a steady production by craftsmen 
who have an inherent pride in their 
work, are able to produce the best in 
footwear. 

The buyer of Cincinnati-Made-Shoes is 
buying profits. 

The Scheiffele Shoe Mfg. Co. 


The Duttenhofer-Stevens Co 
The Sam B. Wolf Shoe Co. 


The Julian & Kokenge Co. 
The Krippendorf-Dittman Co. 
Val Duttenhofer Sons Co. 








The Holters Co. 

The Helming-McKenzie Co. 
The P. Sullivan Co, 

Manss Owens Shoe Co. 


x 





The Charles Meis Shoe Co. 
Helmers, Bettmann & Co 
The Homan-Hughes Co. 
The Sachs Shoe Mfg. Co 
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PRETTY SHOES 
WOMEN _ 
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Distinctive Styles for Young Men 


Our representatives are now 
in their territories. 


May we have your request 
to have one call 
upon you? 


HELMERS, BETTMANN & CO. 


CINCINNATI 
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OBERT H. FOERDERER, Inc., are the 


originators and only manufacturers of VICI 
KID in the same sense that the Victor Talking 
Machine Company are the originators and only 
manufacturers of the Victrola. 


To suppose that either is a general name applying to 
all glazed kid or all talking machines is an error. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 





Philadelphia ~ tt : Pennsylvania 
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Where Volume Is — 
A Public Seeks 





The average buyer, typical of 
the entire buying mood today, 
insists on wearing worth in the 
shoes he buys. 


Your staple shoes—your service 
line—are average in style and 
in price. They are not faddish. 
They represent wearing value. 
Money spent for them 1s spent 
for wear, for comfort, for water- 
proofness, for neat appearance. 


These are the shoes your aver- 


More than 80% of all shoes built with branded 
rubber heels are Goodyear Wing foot equipped 








-1You Need Them Today | 
esi Your Average Shoe 











age buyer—your volume buyer 
—is seeking today. 


Guaranteed -Nedlin Soles, or 
Goodyear Wingfoot Heels, or, 
better yet, both of them, add 
to these shoes the sure qual- 
ities of worth in wear, usually 
at no more cost, often at con- 
siderably less. 


Where your volume is on your 
average service shoes—you 
need these products today. 


THE GoopDYEAR TIRE RUBBER COMPAN) 
Offices Throughout the World 








| RUBBER HEELS 
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Why Educators 


Safe Merchandise 





Because they are stock shoes in 
nine distributing houses. 


Because they are not subject to 
style fluctuations. 


Because they are nationally adver- 
tised. 


Because they produce maximum 
turnover. 


Because the people know them 
and want them. : 


. RICE & HUTCHINS 


FDUCATOR 
SHOE® 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 














